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MAY SEND MAN 
SOUTH IN FALL 


South American Plans Maturing Rapid- 
ly—Twenty Companies Now 
Included in Movement 


ARGENTINE AND BRAZIL 


American Foreign Insurance Associa- 
tion is Name Selected—Constitu- 
tion Framed Subject to Counsel 


At the meeting on Wednesday of the 
fire companies interested in developing 
South America, plans were rapidly for- 
mulated for entering that territory as 
soon as possible. A constitution was 
drawn up, subject to the approval of 
counsel, which establishes the name of 
the organization as the American For- 
eign Insurance Association. 

A proposal to send a man south to 
investigate conditions in Argentina and 
Brazil was discussed and it is probable 
that this will be done early in the fall. 
It is not thought that 
be extended beyond these two countries 
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operations will 


for some time. 

A committee was appointed to nom- 
inate the which, 
when elected, will in turn elect the offi- 
The commit- 
tee is composed of the Great American, 
Glens Falls and Hartford. 


board of directors 


cers of the Association. 


Marine Insurance Added 
A committee on marine insurance 
was also appointed in accordance with 
the newly framed constitution which is 


composed of the Insurance Company of 
North America, National of Hartford, 
Boston and Continental. 

Fifteen companies were represented 
at the meeting on Wednesday, and four 
other companies had signified their de- 
sire to join the Association. Several 
of these companies included subsidiary 
corporations making the total more 
than twenty. 

In each instance the companies were 
enthusiastic in their desire to get things 
under way as soon as possible and the 
questions asked President Snow, of the 
Home, who is the originator of the 
movement, were many and varied from 
entrance requirements to fire hazards. 

The constitution and by-laws of the 
new organization call for the appoint- 
ment of a manager with a supporting 
organization. It is thought that the 
man sent to South America to investi- 
gate conditions will later be made man- 
ager. 























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Service to Policyholders and to Agents Unexcelled. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 


























Security 
Resources ample 
for all obligations. 


North British 


and Mercantile 
| Insurance Co. 


ESTABLISHED 1809 


Service 
Expert advice on 
insurance problems. 











E. G. RICHARDS, Manager 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 
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SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
I transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
|| sentative of an undivided and independent company. e 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 
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LIFE MEETING 7 
BE MELTING POT 


Americans and Canadians One in 
Discussing Usefulness of Under- 
writers in War Work 





PRESIDENT WILSON TO SPEAK 





International Celebrities to Make Ad- 
dresses—Accommodations for 
Record-Breaking Gathering 


Life 
Make 


“The Contribution 
Has Made and Will 
Winning the War.” 

The foregoing forms the 
the Twenty-Ninth Annual Convention 
of the National Life 
Underwriters. This year it is to be the 
annual meeting of the International 
Association of Life Underwriters, com- 
the National Association of 
Life Underwriters of the United States 
and the Life Underwriters’ 
of the Dominion of Canada 

The theme bite, 
what life 
the winning of the World War to date 
untold 
the 
life insurance in the 
future toward ridding the world of 
“Hunism” and “Kultur,” is to under- 
take a task equal in importance to the 
war itself, . 

The 


Insurance 
Towards 


theme of 


Association of 


posed of 


Association 


big To recite 


has contributed to 


is a 
insurance 


and 
will be 


would require volumes 


time; to prophesy what 


part played by 


International convention will be 
held in New York City on September 
4, 5 and 6. The headquarters of the 
convention will be at the Hotel Astor, 
and right here we prophesy that that 
famous hostelry will not have in its 


history been the headquarters of a 
larger or more representative body of 
useful citizens of the American con- 
tinent. 
Importance of Meeting 
Get a picture of the celebrities who 
will attend this meeting, both in and 


out of the life insurance business. The 
importance of the matters to be dis- 
cussed is evident. Note the men oc- 
cupying big places in the world’s af- 
fairs, who are attracted and are willing 
to give up time to prepare messages 
for delivery at this meeting. 

Life insurance men, big and little, 
also women, this International meet- 
ing is of vital importance to you, it is 
worth your moral support, and it is 
worth your financial support to the 
extent of providing for your personal 
presence at all of its sessions. To keep 
abreast of the times in this business 
it is necessary to be where the big 
things are going on looking to its ad- 
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vancement. The big things will be in 
New York on September 4, 5 and 6. 
Get the spirit. Plan to come to the 
meeting. COME TO THE MEETING. 
Large Attendance Assured 

We learn from Lawrence Priddy, 
president of the National Association 
of Life Underwriters, that at this date 
more than 1,000 rooms in New York 
hostelries have been reserved for del- 
egates, coming from all sections of 
the United States and the Dominion 
of Canada to this meeting. We learn 
also that at meetings, which President 
Priddy attended, and where he ag 
dressed the members of local associa- 
tions in connection with the Inter- 
national meeting, where it was the in- 
tention of the local associations to 
send two or three delegates. that at 
the conclusion of his remarks, when 
the question was asked how many of 
his hearers were sufficiently interested 
in the big problems confronting life 
insurance men both from a _ patriotic 
and business standpoint, were going to 
attend this meeting, anywhere from 
fifteen to forty hands went up. 


President Wilson To Open Sessions 

The opening sessions of the conven- 
tion will be held in the Metropolitan 
Opera House and the opening addres- 
ses will be made by President Wood- 
row Wilson and_ Sir Charles Fitz- 
patrick, Chief Justice of the Supreme 
Court of Canada. 

Other Speakers Announced 

In conjunction with all these the 
principal speakers at the convention 
will be Professor Mellville Cumming, 
of Canada. The subject of Professor 
Cumming’s talk will be “The Relation 
of Life Insurance to the Development 
of Our Agricultural Resources.” We 
understand that Professor Cumming 
occupies a position in Canada similar 
to that of our Secretary of Agriculture. 

Thomas B. Macaulay, president of 
the Sun Life Assurance Co., of Canada 
will speak on the subject of “Canada’s 
Wartime Experiences.” 

Herbert (. Cox, president of the 
Canada Life Assurance Co,, will dis- 
cuss “Life Insurance and Thrift.” 

Sir Edmund Walker, chairman of 
the board of directors of the Imperial 
Bank, of Canada, will speak on the 
subject of “Life Insurance and _ its 
Relation to Credit.” 

Geerge W. Perkins, for many years 
vice-president of the New York Life 
Insurance Co., later a member of the 
firm of J. P. Morgan & Co., now chair- 
man of the finance committee of the 
International committee of the Young 
Men's Christian Association, has been 
invited to make an address on the sub- 
ject of “The Life Agent’s Opportunity 
and Duty In View of War Conditions,” 
and while no definite acceptance has 
been received from him it is hoped 
that he will be able to deliver the 
above address. 

Dr. Geo. E. Vincent, president of the 
Rockefeller Foundation and formerly 
president of the University of Min- 
nesota, will speak on the subject of 
“Public Health and Life Insurance.” 

Dr. James H. Kellogg, president and 
director of the Sanitarium, Battle 
Creek, Mich., will deliver an address 
on “The Influence of Personal Habits 
on Life Expectancy.” 

Hon. Darwin P. Kingsley, president 
of the New York Life Insurance Co.; 
Henry Moir, president of the Actuarial 
Society of America; Harry L. Seay, 
president of the American Life Con- 
vention and president of the South- 
land Life Insurance Co,, of Dallas, 
Texas; will each deliver an address, 
the subjects of which have not yet been 
announced. 

J. H. McIntosh, president of the As- 
sociation of Life Insurance Counsel, 
will make an address on the subject 
of “Insurable Interest, How to Prop- 
erly Designate the Beneficiary of a 
Life Policy.” 

Banquet Orators 

The speakers at the banquet which 

will be held in the Grand Ball Room 
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of the Hotel Astor, Thursday night, 
September 5, are: 

Lord Reading, British Ambassador to 
the United States; Hon. Charles E. 
Hughes, counsel of the Legislative 
Committee now conducting investiga- 
tion for the Government into the man- 
ufacture and production of aircraft; 
Hon. Newton Wesley Rowell, president 
of the Privy Counsel of Canada. 

President Priddy announces that it 
is likely that another of America’s most 
distinguished citizens, whose name he 
is not privileged to announce at this 
time, will speak on this occasion. 

Harry B. Rosen, producer, New York 
City, will tell “How I Personally Sell 
$12,000,000 per Annum.” 

Dr. Edwin Weles Dwight, medical 
director of the New England Mutual 
Life, of Boston, will make an address 
on “Medical Selection.” 

Edward A. Woods, manager of the 
Edward A. Woods Agency, Inc., of the 
Equitable Life Assurance Society, at 
Pittsburgh, and formerly president of 


the National Association of Life Un- 


derwriters, will speak on tlhe subject 
of “War Time Arguments in the Sale 
of Life Insurance.” 
Women To Take Part 

The women are going to have their 
opportunity also. The program pro- 
vides a section for the discussion of 
“Present-day Opportunities for Women 
in Life Insurance.” It is planned to 
have brief addresses on the subject by 
several women prominently identified 
with the business. 

Big Producers To Tell How 

Three or four men whose personal 
sales of insurance far exceed $1,000,000 
per annum are slated to give “Argu- 
ments That I Have Used to Sell Large 
Lines of Insurance to Provide Funds 
for the Payment of Inheritance and 
Succession Taxes,” 

To Be Practical Convention 

President Priddy states that it is 
intended that the sessions of this con- 
vention shall be extremely practical 
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(1) That your record will bear very close investi- 


(2) That you are an A-1 producer and organizer | 


a very attractive proposition can be offered. 
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CONNECTICUT 


c/o The Eastern Underwriter, 105 William Street 
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New York City, N. Y. 





and to that end and for that purpose 
each address will be followed by 
questions and answers and there will 
be a number of discussions on the 
floor of the convention which vitally 
affect the business with the hope that 
every delegate will be able to get out 
of the convention the particular thing 
that he personally most needs in his 
work. 
Official Sessions Sept. 3. 

Practically all business of both the 
Canadian and American Associations 
will be transacted on September 3, at 
which time there will be a meeting of 
the Canadian Association, and _ the 
Executive Committee of the American 
Association will be in session the en- 
tire day. 

It is hoped that the reports of all 
committees and practically all business 
will be transacted at these meetings 
and all delegates to the American As- 
sociation will be permitted to attend 
this meeting. 


Order of Speakers 

The order of speakers’ indicated 
above, is not the order in which they 
will appear on the completed program. 
This advance statement was made by 
President Priddy at the urgent re- 
quest of the press, so that the insur- 
ance fraternity might be advised at the 
earliest possible time. 





GIVEN SILVER SERVICE 


A. A. Harris of Sohmer & Harris 
Agency of Equitable Honored by 
Associates 





A. A. Harris, of the Sohmer & Harris 
Agency of the Equitable at 19 Liberty 
Street, New York, recently retired to 
take up other work in the Equitable 
service, and the agency will be here- 
after conducted under the title of Wil- 
liam Sohmer & Company. 

The agency under Mr. Harris’s tute- 
lage has grown to be one of the Equit- 
able’s leaders. In June, 1918, it was 
seventh in the list of agency leaders 
and tenth for the first six months of 
the year, and at the recent Equitable 
Agency Club’s meeting at Asbury Park, 
two members of the agency, Joseph 
Merber and Godfrey B. Moore, qualified 
for the Quarter Million Club, and five 
members for the Century Club. 

As a tribute to Mr. Harris, a number 
of the agency’s members decided to 
present him with a testimonial, July 
24. An informal gathering took place 
when Mr. Harris was presented with 
a silver coffee service and tray. God- 
frey B. Moore made the presentation. 








WRITING OF ANNUITIES 
Results Among Ten Companies in 1917 
—Figures Show Wide Fluctua- 
tions 
Some companies gained and some 
lost in the amount of annuities written 
last year, as compared with the year 
before. The Metropolitan, which led in 
1916, reversed its course in 1917. This 
was owing to one annuity having been 
written in 1916 for $1,250,000. Follow- 
ing are the annuity receipts of ten 
companies as shown by the Connecticut 

Department report: 





1916 1917 
Metropolitan $1,834,173 $281,767 
Equitable 1,234,809 1,369,741 
Travelers 939,459 556,194 
National Life 726,286 643,200 
Penn Mutual 631,985 511,501 
Mutual Life 539,896 552,690 
New York Life 430,636 513,939 
Prudential 358,455 437,927 
Aetna 302,727 563,596 
Phoenix Mutual 68,175 509,475 





PRUDENTIAL AIDS EXHIBIT 

An industrial housing exhibit is 
being held in Newark, N. J., all this 
week. The Prudential has been asked 
to supply a large quantity of its ad- 
mirably prepared literature bearing 
on thrift, care of the sick, food con- 
servation, proper habits of living, etc. 
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Hansen Elected 
’ Guardian Vice-Pres. 


MANAGES AGENCY DEPARTMENT 





Entire Business Career Spent With 
One Company—Service Rendered 
Brought Deserved Promotion 


Time, if employed diligently, brings 
to man deserved recognition and 
merited honors. There is no more 
striking example of this truth than 
that found in the action of the direc- 
tors of the Guardian Life Insurance 
Co. of America, at their quarterly 
meeting on Wednesday of this week, 





T. LOUIS HANSEN 


in electing T. Louis Hansen, vice- 
president and agency Manager of that 
company. 

Mr. Hansen is the type of man 
people bet on, his rise in the ranks 
of the Guardian Life, (formerly the 
Germania) has not been accompanied 
by a fanfare of trumpets, but it has 
been persistent and consistent. Born 
in Denmark, April 8, 1875, Mr. Hansen 
came to the United States at the age 
of seventeen and began his life insur- 
ance career with The Guardian Life 
of America (then the Germania) in 
1896. After many years of miscel- 
laneous service with the company he 
was placed in charge of the agency 
department in January 1910, he was 
appointed assistant to the second vice- 
president in 1911; superintendent of 
agencies May 1, 1914, and promoted to 
vice president and agency Manager 
July 24, 1918. 

Rebuilds Agency Plant 

The handiwork of Vice President and 
Agency Manager Hansen is seen 
everywhere among the field force of 
the Guardian Life. The agency or- 
ganization has been remade. From an 
ordinary every day plugging aggrega- 
tion, it has been generalled into a live 
pulsating selling force, filled with 
enthusiasm and intense loyalty. 

Just Pride in Achievements 

Mr. Hansen can look back with just 
pride on the results of his untiring 
service with the Guardian Life and 
face the future with assurance of 
greater success where such efforts are 
put forth. His many friends both in 
and out of his own company will re+ 
joice with him in this new tribute to 
his worth. 





BANKERS LIFE IN CONGRESS 

Forty-six members of Congress are 
policyholders in the Bankers Life of 
Des Moines. Of the total number, five 
are members of the Senate and forty- 
one are members of the House. 


} ment of one-fourth of the 


EXTENDING DISABILITY 
Prudential Will Include This Feature 
in Joint Policies on Three 
or Four Lives 





Heretofore the disability feature in 
connection with policies on joint lives 
has been confined by The Prudential 
to policies covering two lives only, as 
stated in the rate book, Now, however, 
it has been decided to include this 
feature in policies covering three and 
four lives, subject to the same rules 
as govern its inclusion in other 
policies. As is the case with joint life 
policies on two lives, the amount of 
the premium to be waived and _ the 
amount of insurance to be payable ia 
instalments in event of total and per- 
manent disability of one or more of 
the insured under such policies will 
depend on the number of persons 
covered by the policy. 

Thus under a joint life policy cover- 


} ing three lives one-third of the premium 


will be waived and one-third of the 


# amount of insurance will be payable in 
j instalments for each one of the insured 


disabled while less than sixty years of 
age. Similarly, joint life policies cover- 


} ing four lives will provide for waiver 


of one-fourth of the premium and pay- 
amount of 
insurance in instalments for each one 
of the insured disabled while less than 
sixty years of age. As is the case with 


} other policies, in event of the disability 
h occurring afte 


rage sixty, the amount of 
the insurance will be reduced’ by the 
fractional part of the premium waived. 


i The disability feature will not, however, 
} apply to any woman among the insured 
H under such policies. 


Consistent with the Company’s prac- 
tise, these disability provisions will 
apply to joint life policies now in force 
covering three or more lives for disabil- 
ity that occurred after January 1, 1916; 
subject to the general rules in this con- 
nection. 


Writes Survivorship 
Annuities Under 45 


MUTUAL 





BENEFIT’S CHANGES 





Round House Employees and West 
Indies, Central or South American 
Travel Applicants Considered 





The Mutual Benefit Life Insurance 
Co. has made several important 
changes in its agents’ manual since the 
last published edition, December 10, 
1917, in view of which a special bul- 
letin to agents was 
containing revisions up to July 1, 1918. 
The following important changes are 
found in the bulletin: 


issued recently 


Deferred Survivorship Annuities 

The Company will consider applica- 
tions for Deferred Survivorship An- 
nuities on the lives of those under age 
45, if accompanying the application 
there is an amendment reading as fol- 
lows: 

“T understand and agree that any 
bond issued upon my application or 
any amendment thereto shall be sub- 
ject to the following provision: If, 
within five years from the date of this 
bond, the insured shall engage in any 
military or naval service in time of 
war, the liability of the Company in 
the event of the death of the insured 
while so engaged or within six months 
thereafter, if the annuitant survives 
the insured, will be limited to the re- 
turn in one sum of the premiums paid 
hereon.” 

The Deferred Survivorship Annuity 
bond will be subject to the above pro- 
vision if a war clause would be 
attached to a policy of insurance issued 





Prudential 
Group 


Policies Sell 


STRENGTH OF 


GIBRALTAR 





FORREST F. DRYDEN, President 








Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 
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on the same life, that is if the insured 
is under age 45 or is over 45 and con- 
templates engaging in military or 
naval service. 
Policy Reinstatements 

A policy reinstated within sixty days 
of the date of lapse will not be subject 
to a war clause, provided it was not so 
subject at date of lapse, even if the 
insured is engaged in military or naval 
service. The short form of application 
for reinstatement, is used for policies 
with and without a war clause, and the 
reference to military and naval service 
cannot, therefore, be omitted  there- 
from. Policyholders whose policies do 
not contain a war clause may be as- 
sured that application for reinstate- 
ment under the short form within sixty 
days of the premium due date, will not 
necessitate the imposition of the war 
clause. 

Railroad Round House Employes 

Round house employes in railroad 
service will now be considered for 
insurance, provided they are not ex- 
posed to unusual hazard in going and 
coming from their work, 


Red Cross Executives 

The company will consider  insur- 
ance for a moderate amount on the 
lives of Red Cross executives whose 
duties keep them confined practically to 
large cities such as London and Paris, 
with a single extra premium of $10.09 
per thousand to cover travel hazard, 
it being understood that there will be 
no refund where this $10.00 extra 
premium is charged. 

West Indies and South America 

Applicants proposing to travel to the 
West Indies and Central or South 
America by way of the Atlantic will be 
considered for amounts not in excess 
of $10,000 of insurance, and will be 
charged a single extra premium of 
$10.00 per $1,000 of insurance in ad- 
dition to the first regular premium, as 
in the case of Red Cross executives. 
Policies in such cases will not be is- 
sued on the term plan or with a pre- 
liminary term rate. The single premium 
is payable on delivery of the policy 
and will be refunded if the applicant 
does not start on his proposed journey 
within the first policy year, but not 
otherwise. 


MORE INHERITANCE TAXES 
House Ways and Means Committee 


Favors Fifty Per Cent. in Estate 
Levies 





Additional heavy taxes on _ inheri- 


tances are planned by the Government. 
The House Ways and Means Commit- 
tee has proposed a fifty per cent. ad- 
vance. 

Under the present law an exemption 
of $50,000 is allowed the estates of resi- 
dents of the United States in computing 
the value of the net estate. It is the 
purpose of the committee not to remove 
this exemption. According to the 
scheme of estate taxation, tentatively 
agreed upon by the Committee, the var- 
ious rates would be as follows, three 
ciphers being omitted from the table: 
Amount of net estate Per cent. 


fll 3 
Over $50, not over ae 6 
Over $150, not over a 9 
Over $250, not over a 12 
Over $450, not over $1,000,...... 15 
Over $1,000, not over $2,000,...... 18 
Over $2,000, not over $3,000,...... 21 
Over $3,000, not over $4,000,...... 24 
Over $4,000, not over $5,000,...... 27 
Over $5,000, not over $8000,...... 30 
Over $8,000, not over $10,000,...... 35 
COINS co tasvoscwkieinaeue 40 

In the case of the last two items, the 


committee made an exception in the 
general fifty per cent. increase. The 
rates were arbitrarily fixed at thirty- 
five and forty per cent. respectively. 
These represent the only variations 
made in the schedule of rates from the 
general plan. 
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New York Life’s 
New War Clauses 


TEN THOUSAND LIMIT PLACED 


All Policies Issued After July 22, 
1918, Contain New 
Provisions 
The New York Life Insurance Co. 
under date of July 20, 1918, advises its 

agency force, that, 

In order to adopt a more general 
policy toward ali applicants from 
United States whose duties may, dur- 
ing the war, involve travel or residence 
outside of Continental United States or 
Dominion of Canada on account of 
relief work or business in an admin- 
istrative or executive capacity, the Com- 
pany has decided to grant a maximum 
of $10,000 of insurance with new War 
Clause C, as set forth herein. The en- 
tire policy of the Company regarding 
War Clauses on business in the United 





States from and after date hereof 1s 
stated as follows: 
First. The Company will not write 


any policy on the life of any one in the 
United States Army or Navy or any 
branch of the United States Govern- 
ment service, where the applicant is 
eligible for Government insurance, un- 
less it is clear that the applicant has 
applied for the limit which the Govern- 
ment grants, namely, $10,000. 

Second. In lieu of all War Clauses 


and Aviation Clauses now in use the 
Company will, in the future, employ 
three War Clauses known as: 

War Clause A. War Clause B. War 


Clause C. 
Following is the text 
above Clauses in full: 


War Clause A. 


COND IONS REGARDING 
TRAVEL, OCCUPATION, AND 
OR NAVAL SERVICE 
If within two years after the date of issue 
of this policy the insured shall die as a result 
directly or indirectly of engaging in aeronau 
tics; or if within five years after the date of 
issue of this policy the insured shall die as 
a result directly or indirectly of engaging ou: 
side the boundaries of Continental United 
States and the Dominion of Canada in any 
military or naval service in time of war—then. 
in any such case, the insurance under this pol 
icy shall be limited to either one-fifth of the 
face of the policy or to the premiums actually 
received, whichever is the larger, unless a 


of each of the 


RESIDENCE 
MILITARY 


single extra premium of ten per cent. of the 
face of the policy shall have been paid to 
the Company. 

If the insured, while not engaged in mili- 
tary or naval service, shall travel or reside 
elsewhere Than in Continental United States 


Dominion of Canada, and shall die 
years after the date of issue of 
a result directly or indirectly 
of a state of war or insurrection outside the 
boundaries of Continental United States and 
the Dominion of Canada, the insurance under 
this policy shall be limited to one-half of the 
face of the policy, unless a single extra pre 
mium of two and one-half per cent. of the 
face of the policy shall have been paid rt 
the Company. 

The extra premium shall be due on the day 
the insured first engages in aeronautics, or, 
if he shall not have engaged in aeronautics. 
on the day the insured leaves Continental 
United States or the Dominion of Canada: anda 
if the insured was not engaged in military or 
naval service gt the time he left Continental 
United States or the Dominion of Canada and 
thereafter entered military or naval service, 
the extra premium of ten per cent. (less the 
extra premium of two and one-half per cent 
if already paid) shall he due on the day he 
entered such service. The grace provision of 
this policy shall apply to the payment of any 
extra premium. 

One vear aftet the end of the war the Com 
pany will seeregate into two groups the poli 
cies on which were paid an extra premium of 
ten ‘per cent. and the policies on which were 
paid an extra premium of two and one-half per 
cent., respectively, and will refund any part 
of such extra premium as shall not have heen 
required to pay death losses due directly or 
indirectly to the cause for which the extra 
premium was charged. 

The boundaries of Continental United States 
and the Dominion of Canada include the waters 
within three miles of the coast line, but do not 
include the Panama Canal Zone. 

War Clause B. 


REGARDING 
OCCUPATION, AND 
OR NAVAL SERVICE 

Tf within two years after the date of issue 
of this policy the insured shall die as a result 
directly or indirectly of engaging in aeronau- 
ties; or as a result directly or indirectly of 
a state of war or insurrection outside the 
boundaries of Continental United States and 
the Dominion of Canada: or if within five 


and the 
within two 
this policy as 


CONDITIONS 


dy RESIDENCE, 


MILITARY 


years after the date of issue of this policy 
the insured shall die as a result directly or 
indirectly of engaging outside the boundaries 
of Continental United States and the Domin- 
ion of Canada in military or naval service in 
time of war;—then, in any such case, the in- 
surance under this policy shall be a sum equal 
to the premiums thereon which have been 
paid to and received by the Company and no 
nore. 

The boundaries of Continental United States 
and the Dominion of Canada include the waters 
within three miles of the coast line, but do not 
include the Panama Canal Zone. 


War Clause C, 


OONDITIONS REGARDING 
TRAVEL, OOCUPATION, AND 
OR NAVAL SERVICE 

If within two years after the date of issue 
of this policy the insured shall die as a result 
directly or indirectly of engaging in aero 
nautics; or i within five years after the 
date of issue of this policy the insured shall 
die as a result directly or indirectly of en 
gaging outside the boundaries of Continental 
United States and the Dominion of Canada in 
any military or naval service in time of war, 


RESIDENCE, 
MILITARY 


then—in any such case, the insurance under 
this policy shall be a sum equal to the pre- 
miums thereon which have been paid to and 


received by the Company and no more. 

If the insured, while not engaged in military 
or naval service, shall travel or reside else- 
where than in Continental United States and 
the Dominion of Canada, ad shall die with 
in two vears after the date of issue of this 
policy as a result directly or indirectly of a 
state of war or insurrection outside the bound- 
aries of Continental United States and the 
Dominion of Canada, the insurance under this 
policy shall he limited to one half of the face 
of the policy unless a single extra premium 
of ‘two and one-half per cent. of the face of 
the policy shall have been paid to the Com- 
pany. The extra premium shall be due_ on 
the day the insured leaves Continental United 
States or the Dominion of Canada and_ the 
yrace provision of this policy shall apply to 
the payment of such extra premium. One year 


after the end of the war the Company will 
refund any part of such extra premium as 
shall not have been required to pay death 


losses due to a state of war or insurrection. 
If within two years after the date of issue 
of this policy the insured shall engage in aero 
nauties: or shall travel or reside outside the 
boundaries of Continental United States and 
the Dominion of Canada; or if within five 
years after the date of issue of this policy the 
insured shall envave outside the boundaries 
of Continental United States and the Do 
minion of Canada in military or naval service 
in time of war—then, in any such event, the 
provisions of this policy for Total and Perma- 
nent Disability and for Double Indemnity 
Benefits shall immediately become null ant 
void and the Company will be liable for the 
refund of the unearned premium, if any, paid 
for said benefits. 

The boundaries of Continental United States 


and the Dominion o anada_ include — the 
waters within three miles of the coast line. 
hut do not include the Panama Canal Zone 


All applicants,—regardless of age or 
sex will be considered for:— 

1. Amounts up to $2,500 with War 
Clause A (any insurance in force with 
a special War Clause covering military 
risk to be included.) 

2. Amounts in excess of $2,500 and not 
exceeding $10,000 (including any insur- 
ance in force with special War Clause 
covering travel risk) with War Clause 
Cc 

3. Amounts in excess of $10,000 with 
War Clause B. 

Where application is for an amount 
in excess of $2,500 the rule of the Com- 
pany will be:— 

1. For amounts not exceeding $10,000 
to insert War Clause © unless request 
is made in application for $2,500 with 
War Clause A and balance with War 
Clause C. 

2. For amounts above $10,000 to in- 
sert War Clause.B unless request is 
made in the application for limit with 
War Clause A or C in accordance with 
the above rules. 

3. If an applicant has joined the Army 
or Navy as a permanent profession or 
occupation the regular rules calling for 
advance in age for occupation will be 
applied in addition to War Clause, 


Exceptions To Above Rules 

If the application papers show that 
the applicant contemplates traveling 
on account of relief work or business 
outside of Continental United States or 
Dominion of Canada _ in countries or 
regions where the Company has reason 
to believe there is extraordinary 
hazard,—the rule above regarding $10, 
000 with War Clause C may not apply. 
The Company reserves the right to 
judge each case on its merits as regards 
the insertion of the various War 
Clauses, or to decline the risk. 


In Virginia amounts in excess of 


$2,500 will be issued with a special 
War Clause. 
Special Notes 
The absolute limit that the Company 
will issue to anyone engaged in aero- 
nautics or intending to so engage will 


be $2,500 and no more. With War 
Clause A. 
Where policies are issued with 


Disability Benefits and Double Indem- 
nity Benefits, such benefits will cease 
by amendment to above clauses, under 
the following conditions: 

1. If within two years insured engages 
in aeronautics. 

2. If within two years insured travels 
or resides outside the boundaries of 
Continental United States or Dominion 
of Canada. 

3. If within five years the insured en- 
gages in military or naval service in 
time of war outside the boundaries of 
Continental United States and Domin- 
ion of Canada. 


July 22, 1918 
(Date of change) 


All policies issued at Home Office on 
and after July 22, 1918, will contain 
war clauses in accordance with above. 

As heretofore repeatedly stated the 
Company,—owing to varying conditions, 

reserves the right to change any of 
the War Clauses now in use or the 
rules governing their use without pre- 
vious notice; such change to apply to 
all business from the date set by the 
Company, whether applications were 
written before said date or not. 








HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 





For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 

















ARTHUR E. CHILDS, President 


covering Permanent and 


The Columbian National Life Insurance Company 


LIFE, ACCIDENT, and HEALTH INSURANCE 
Total 
Indemnity for pnd of Time— 

A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 


Disability and Weekly 








Satisfied? 


LIFE 
HEALTH 
ACCIDENT 





S your story as an Agent 
Finished, or are you still 
waiting for the Big Chapter? 


Valuable Openings in Productive Territory 
For Energetic Ambitious Men. 


Miarylend Picmmenes CCotsoration 


Baltimore 
JOHN T. STONE 


“LIVE AND DIE WITH ASSURANCE” 


President 
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Insurance to Cover Inheritance Taxes 
is opening new fields to Provident Agents 


Men are insuring not only to protect their families and to 


protect their business but also to protect their estates. 


Write for Information 


THE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 











| THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. i 
Secure prompt action in the 





INSURANCE OM 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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Wrong Basis Used 
In Assessing Tax 


PHOENIX OF LONDON REPORT 


Company Pays 287 War Claims Since 
Outbreak of Hostilities Amounting 
to £265,000 


The annual report of Rt. Hon. Lord 
George Hamilton, P. C., G. C. S. L, 
chairmen of the board of directors of 
the Phoenix Assurance Company, Ltd. 
of London, for 1917, sets forth the 
facts, that notwithstanding the war, the 
new business is larger than in 19148, 
and exceeds £1,100,000, and the claims 
due to the war are £20,000 less than 
in 1916, being £70,530 in amount. 

Continuing he said: 

Our life assurance account, our new 
business, like that of many other 
leading offices, has shown excellent 
results, and it is above the total of 
the preceding year. This is surprising 
when we bear in mind the enormous 
number of men, within the usual insur- 
able ages, withdrawn from civil life 
for patriotic duty, whose circumstances 
are not favorable to the effecting of 
life policies, and the temporary with- 
drawal of a host of inspectors and 
agents whose energies are ordinarily 
spent in introducing new applicants. 
But life assurance appeals to every 
section of the community, and there 
are scarcely any conditions of human 
affairs imaginable where the need of 
this form of protection will not exist. 

Taxes and Losses Heavy 

Apart from new business, however, 
life assurance companies have not en- 
joyed a very prosperous time. Death 
claims arising from the war, which 
have fallen most heavily upon young 
lives, have practically wiped out the 
profit which in normal times we anticl- 
pate receiving from favorable mortal- 
ity. Since the outbreak of war _ the 
company has paid war claims in re- 
spect of 287 policyholders killed, the 
sum assured under’ the _ policies 
amounting to £265,000. Last year the 
amount paid was £70,530, that being 
about £20,000 less than in 1916. 

Two other forces have adversely 
affected the financial position of life 


offices. The value of their assets has 
had a continuous fall, and the pressure 
of increased income-tax has been seri- 
ously felt. The fall in the value of 
securities we can only submit to, like 
all capitalist bodies and private in- 
vestors. It is the common lot, 

Tax Basis—Profits—Not interest 

But I have been greatly impressed 
by the universal testimony to the un- 
due hardship which life offices have 
to bear in regard to the method by 
which they are assessed for income-tax. 
The tax is, as you know, levied on 
the interest received on their funds, 
and this is not, in our judgment, an 
equitable basis, as we contend the 
proper measure of our liability should 
be our profits, instead of interest. 

PRUDENTIAL FIGURES 

The Prudential of America gives to 
the agents of the Company the follow- 
ing statistics to be used as potent can- 
vassing clinchers. For the first six 
months of 1918 the Company paid in 
death claims $17,157,746.03; the com- 
pany paid in death claims during 1917, 
$30,100,087.61: it also paid in death 
claims since the Company began $350,- 
532,152.71; and the total payments to 
policyholders since the Company began 
business up to June 30, 1918, amounted 
to $507,015,221.04. 














MISS BULGER GIVEN PURSE 

Miss Lillian K. Bulger, of Albany, N. 
Y., and secretary to Pancoast Kidder, 
manager for the Mutual Life there, has 
joined base hospital unit 48 for service 
in France. Before leaving Albany for 
an embarkation port Miss Bulger was 
given a purse by her associates in the 
Mutual Life office. Mr. Kidder is now 
a captain in the American army in 
France. 

TRAVELERS GROUP CASE 

The Travelers last week wrote a 
group policy covering the 325 employees 
of the Power Specialty Co., of Roches- 
ter. The business was written through 
the local agents of the Company, J. M. 
and E. E. Brogan. 
GEO. YALE WITH BOOKSTAVER 

George S. Yale, formerly automobile 
claim adjuster for J. N. S. Brewster & 
Co., is now superintendent of the claim 
department of the Jos. D. Bookstaver 
office. 





Sell Young Women 
Endowment Insurance 


PRESENT IS OPPORTUNE TIME 


Systematic Thrift is the High Road to 
Economic Freedom Sought 
by Them 

Advantages of endowments for young 
women and how easily they may be 
provided out of savings from small 
earnings, is shown by The Prudential 
which speaks of this opportunity for 
salesmen in a recent issue of the 
Record. This is now The Prudential 
writer sees the situation: 

“Long before Mars flung his grim 
challenge to a peaceful world, the girls 
of America had won a place of honor 
in the nation’s far-flung battle-line of 
education and industry. Cl ar-eyed, 
intelligent, enthusiastic, taught in the 
same schools as their brothers, and 
moved by the spirit of democracy, 
tbey reach out after that economic 
freedom which the ability to earn 
their own living can alone give them. 
Glorying in an independence that the 
girls of no other land enjoy, they 
tread the highroads of business. or 
climb the rugged heights of the profes- 
sions—teachers, nurses, stenographers, 
clerks, telephone operators, garment 
makers, saleswomen, etc—over three 
million workers, skilled and efficient, 
yet fascinatingly feminine, the pride of 
the nation that bred them. 


Every One a Prospect 


“Have you thought of that, Mr. Can- 
vasser? Have you made _ it your 
business to talk insurance to the 
grown-up girls on your debit, who, 
having finished school, are now earning 
substantial salaries? How many of 
them because of your efforts, are now 
the proud possessors of Prudential pol- 
icies? Not the little industrial policy 
that their mothers took out years ago, 
but grown-up policies, befitting their 
frown-up years and grown-up _ inde- 
pendence, 

“Nearly every girl who works for 
her living knows, or at least hopes, 
that her business or professional 
career is only a step toward the higher 
and nobler duties of wife and mother 
How important it is, therefore, that 


she be taught without delay the value 

of life insurance, both as a means of 

protection and as ‘an incentive to 

thrift. And how better can you teach 

her these lessons than by selling her 

a twenty-year endowmest policy? 
Does Not Cost Much 

“You are not asking her to assume 
any great financial burden. As little as 
forty-five to fifty cents a week, at ages 
eighteen to thirty, will buy a $600 
twenty-year endowment policy on the 
intermediate plan, while eighty cents 
a week, at the same ages, will buy 
$1,000 of this kind of insurance on the 
regular ordinary plan. Could there be 
any easier or safer way for a girl to 
invest small sums of money? 

“Think what it will mean to her! 

“In the course of time a maturing 
endowment policy may prove to be a 
godsend. Maybe it will put a son or a 
daughter through college. Maybe it will 
start her husband in business. Maybe 
it will be the means of buying a little 
home. Maybe it will make possible a 
long-wished-for vacation trip Maybe 
it will tide over some crisis in her life 

a serious illness, loss of income, or 
the death of the bread-winner! Many 
indeed are the reasons why every 
young woman should take thought for 
the morrow. 

“Here, then, is a_ rich field of 
prospects, one that is too often neglect 
ed. Cultivate it assiduously and you 
will not only reap a rich harvest of 
commissions, but you will add to our 
great family a host of loyal Prudential 
girls who, in the days to come, will 
never give their husbands an opportu- 
nity to say ‘My wife objects to insur- 
ance.’” 

ADVISED TO PAY MORE 

At a meeting of the Ladies’ Catholic 
sjenevolent Association, at Binghamton, 
N. Y., Supreme Deputy McCorry spoke 
on the new rate schedule, strongly ad- 
vising all members to change from the 
old to the new rate, making it clear 
that the extra assessments which are 
sure to be necessary in case transfer 
is not made will prove much less 
satisfactory than the new rates. 


WORLD LIFE ENTERS N. J. 

The World Life & Accident, of 
Chicago, has been admitted to New 
Jersey for accident and health 
business 











Service—First, Last, and Always 


The agent who is selling insurance in a company which for sixty-seven years has 
been rendering unexcelled service, does not ; 
will find enthusiastic friends ready to bear witness that there is no better company 
in the land than the old Massachusetts Mutual. Our enviable record for service in 
the past and the low net cost of the perfect protection we furnish, make a com- 
bination that assures success to any real worker in the field. 


Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 











work alone. Wherever he may be, he 


54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 











The 1917 Record of Efficient Service 
by our Competent Agency Force 


| 
| New England Mutual Life Insurance Co. 
Boston, Mass. 
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Arthur Hunter 
Made Chief Actuary 


WILLIAM YOUNG SUCCEEDS HIM 


Board of Directors of New York Life 
Make Promotions at July 
Meeting 


At its meeting July 14, the board 
of directors of the New York Life In- 
surance Co. promoted Arthur Hunter, 





actuary, to the position of chief actu- 
ary, and at the same meeting William 


‘ 





ARTHUR HUNTER 


Young, assistant actuary, to the posi 
tion of actuary. 

Speaking of the promot’ons the New 
York Life says the (: mpa.y is must 
fortunate in having at the head of its 
Actuarial Department two such brilliant 
and efficient young men who are so 
well qualified by education and experi- 
ence to perform the important duties 
of chief actuary and actuary, respect 
ively, of a great life insurance company. 

WROTE $450,000 FIRST YEAR 
Leon G. Simon Qualified for Equitable’s 
Quarter Million Club—Was 
Manufacturer 


One of the remarkable producing 
records made known at the recent 
Equitable Life agency meetings was 
that of Leon G. Simon, of the Martin 





LEON G. SIMON 


G. Ford general agency of the Society 
in New York City. Mr. Simon joined the 
Equitable July 1, 1917 and between then 
and June 30, 1918, he paid for more 





Big Development 
In Writing Farmers 


MORTGAGE REPLACED BY POLICY 








Companies Now Underwriting Life 
Insurance Instead of Mortgages— 
Prosperity is Reason 





The writing of life insurance on 
farmers has taken a big jump under 
war conditions, the farmer as a class 
probably being more prosperous now 
than at any other period of American 
history. 

For the same reason the investment 
of new life insurance funds in farm 
mortgages is now practically nil. Those 
companies maintaining large staffs in 
their farm mortgage departments are 
apportioning them to other depart- 
ments to help out with the added 
work there. 

Also, the life companies report that 
mortgages on real estate generally 
are being paid off at such a rate that 
these funds in many instances will 
have to be reinvested in other secur- 
ities. 

The Fidelity Mutual Life outlines the 
opportunity of writing farmers as fol- 
lows in the current issue of its Bul- 
letin: 

“An agent who works a good deal 
among farmers says that in order to 
focus the farmer’s attention he used a 
pad and pencil. By a few simple fig- 
ures, the proposition is made plain. This 
agent makes it a point to know the 
farmer's hobby, If it is hogs, he talks 
hogs and acquaints himself in advance 
with the latest price quotations on 
hogs. If it is a cattle man, he talks 
cattle. If a grain farmer, he knows 
the latest grain prices and the market 
tendency. This meets Mr. Prospect at 
a point of personal interest, and the 
familiarity with prices and conditions 
establishes confidence.” 

The last issue of The Prudential 
Weekly Bulletin also encourages the 
writing of ordinary on farmers as 
follows: 

“All over the United States and 
Canada your friend the farmer is in the 
best of humor. Despite the war, in- 
creased taxes, and all sorts of demands 
on pcoples’ purses, he is looking for- 
ward constantly to the near future, 
which promises to bring him another 
bumper crop, a richly remunerative 
harvest. , 

“A Washington despatch embodies 
a government report, which predicts a 
record breaking wheat crop this year. 
Everything combines to make it clear 
to live Prudential men whose territory 
embraces farming districts to tackle 
the man who tickles the soil and makes 
it laugh with fatness.” 


than $450,000 qualifying for the Quarter 
Million Club of the Society. For his 
coming year, Mr. Simon has pledged 
himself to write $1,000,000 of new busi- 
ness. 

Mr. Simon is an alumnus of the 
Columbia University School of Mines 
and in 1910 he was appointed statistical 
engineer in the Bureau of Engineering 
Statistics. In 1912 he entered the mer- 
cantile field and became treasurer of 
the Gross-Simon Co. and also president 
of the International Manufacturing Co. 
It was while in this work that he made 
the acquaintance of Mr. Ford, ulti- 
mately joining his agency. 

Possessed with a large acquaintance 
among engineers, bankers and brokers, 
Mr. Simon- developed his clientele in 
this direction. He is the author of an 


article soon to be published in one 
of the technical magazines on “Psycho- 
Analysis in Its Daily Application” and 
is a member of the Efficiency Society, 
Travel Club of America, Intercollegiate 
Alumni, “Le Salon,” and Art Student’s 
League. 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambhitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 

















| Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.56 to $1,000.00 
CONDITION ON DECEMBER 31, 1917: 


ASECEE  cccccccceccccccccccs evccecccccccoccece Sdocccersevcusosesetdeesosecceseseces $ 16,560,439.04 
Liabilities .....-cccccccoee SesRORDORANENENERES CNet H>. CORESEREKEHERROSCECKSseOSENe 14,343,626.28 
Capital and Surplus...........ssceee sedsubintntsousiebhibniaieroesenineeeseaden 2,216,812.76 
ND: BU MR civacecnteniedihabinvadscesrsowenesncenedscsenseceenesoeseenes 131,790,562.00 
Payments to Policyholders since Organization ........ccccccesececececeece 19,612,616.08 
Eg POYitig 160 POC FMONIMG BORG co cccccecesccccvccdevtccssesescssoocess 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 














~ HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from age 3 months 
next birthday to @ years. 

INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 




















A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 

Disability Benefits, 

Reducing Premiums 
See the new low Rates 


A Real 
District 
Manager 


is wanted for one of 
the best territories in 
the most prosperous 
section of the nation. 
This is a real oppor- 
tunity for a first class 
man. 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











CONNECTICUT GENERAL GROUP 
Organizes Special Department’ In 
Charge of Walter I. King, Formerly 
With Columbian National 


Write 


Bankers Life 
Company 


DES MOINES 





The Connecticut General Life has 
organized a group insurance depart- 
ment which has been placed in charge 
of Walter I. King, formerly in the 
actuarial department of the Columbian 
National Life in Boston. The Company 
has circularized its agents pointing 
out the big opportunity under present 
conditions of writing group insurance, 
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JONES—THE EXECUTOR 








How a Large Life Insurance Policy Was Sold to an Executor After 
His Experience in Settling a Friend’s Estate 


From “The Pelican” published by the Mutual Benefit Life 

















Jones was a successful business man 
in his community. Sveryone admired 
his ability and appreciated his integrity 
of character. He had more than pas- 
sing knowledge of business procedure 
and was looked up to. on every hand 
as a man who could be _ implicitly 
trusted and whose opinions were valu- 
able, yet he had never before served 


as an executor of an estate. He had 
frequently been asked to serve in that 


capacity, but not until his closest 
business associate practically insisted 


upon it did he finally yield and allow 
his name to be used in that way as 
named in his friend’s will. 

His friend had suddenly died of 
pneumonia several months previous to 
the time of our story and it was then 
that Jones began to have a keener ap- 
preciation of the difficulties that lay 
ahead in the trust which had been im- 
posed upon him, His first surprise 
came when the validity of the will it- 
self was questioned. The usual petition 
setting out the facts required by law 
had been signed and executed. The 
signature of the testator and the two 
witnesses to the will had been properly 
proved, but the will itself was con- 
tested, although unsuccessfully, by a 
dissatisfied legatee. 

Realized His Troubles 

Jones’ friend had not been a believer 

in life insurance, although he had car- 


ried a small policy in a_ fraternal 
society, the immediate proceeds of 
which met his funeral and last sick- 


ness expenses, but left very little be- 
yond that to the widow, who had since 
had to borrow money at the bank with 
Jones’ endorsement, pending the im- 
portant time for her, when _ her 
husband’s will could be probated. From 
the day that the contest was started 
Jones awoke to a full realization of the 
troubles which were probably ahead of 
him. The court appointed two ap- 
praisers in the usual way to determine 
the value of the estate. Jones’ friend, 
in his lifetime, had often spoken in a 
proud manner of certain pieces of prop- 
erty located in a distant city. This 
property had been well managed, was 
well located, and fortunately produced, 
for the time being at least, a good in- 
come, and there were the usual stocks, 
bonds and chattels, personal property 
and other securities which had to be 
inventorted. It had not occurred to 
Jones and his friend that considerable 
time would necessarily be consumed in 
the appraisal, classification and inven- 
tory, and Jones’ friend had forgotten 


that the cost of these also would be a 
depreciation his estate would have to 
sustain. 
Negotiated Estate 

There were practically no creditors 
of the estate, but the law had to be 
complied with and the usual notice 
published once a week in a local news- 
paper for six months, giving the credi- 
tors an opportunity to. present their 
claims. In the meantime the widow’s 
first note to provide necessary funds 
for herself and family had matured 
and had to be renewed for a period of 
three months, pending the receipt of 
the first funds from the estate. Jones 
looked over the report of the appraisal 
carefully, and, realizing that it was his 
duty to convert the assets of the estate 
into cash as far as possible, he deter- 
mined that the property in the distant 
city” could be sold to good advantage 
first. He opened negotiations with a 
firm of real estate men, who were glad 
to undertake the negotiation of a sale 


of the property. When it became 
known that the property belonged to 
an estate it immediately depreciated 
in value in the eyes of prospective 


buyers, but it was finally sold at some 
sacrifice, and when the agents had 
deducted their commission Jones paused 
again to note that what had seemed 
such good property to his friend had 
proven more or less of a burden to 
his wife and family. 
Accounting Called For 


Up to this point Jones had had little 
difficulty in persuading his fellow 
executor of the wisdom of the steps 
which they had jointly taken, but one 
of the legatees, who was especially 
close to the other executor, persuaded 
him to introduce an intermediate ac- 
counting in the estate. Jones was not 
in favor of this, for he realized fully 
that where many minds have to be 
satisfied there is plenty of opportunity 
for trouble. The legatee in question, 
however, pressed his point very hard 
and was able to arouse enough senti- 
ment among the other legatees so that 
the intermediate accounting was called 
for and provided. The court Issued its 
usual citation and all the’ interested 
parties were brought before the court 
to hear the intermediate accounting. 
While Jones and his fellow executor 
had been very conscientious in their 
work and had used judgment in all of 
their undertakings, two of the legatees, 
nevertheless, found some pretext for a 
complaint and actually filed objec‘ions 
to the intermediate accounting. Their 
purposes were only blocked after con- 
siderable delay, and a compromise 


affecting the interest of all parties was 
finally entered into. The final settle- 
ment of the estate was still months 
away. 
Service Man Enters 

It was in the midst of these troubles, 
which had been no small drag on Jones’ 
time and energies, scantily paid for by 
the statutory fees and allowances, that 
Jones was one day interviewed by a 
real life insurance agent and coun- 
selor, a service man who frankly stated 


at the very outset of his interview 
that he was not interested in merely 
selling Jones some more life insur- 


ance. He even said that possibly Jones 
already had enough life’ insurance, 
and, from the strict necessities, sur- 
rounding the occasion of death, pos- 
sibly too much life insurance. Indeed 
Jones was led to agree with him that, 
outside of sufficient cash to meet the 
Federal Estate and State Inheritance 
Taxes, several thousand dollars at the 
most should be sufficient life insur- 
ance to meet the needs common at 
death, but the agent dwelt upon the 
importance of properly disposing of 
the balance of his life insurance in 
such a way as to actually establish an 
estate. He pointed out that the average 
life of estates generally was only about 
seven years and that Jones could 
easly triple this time by availing him- 
self of certain privileges which had 
been guaranteed to him in his policy 
contracts, but which, unfortunately, 
neither he nor the agent who sold him 


the insurance had ever taken the 
trouble to investigate. 
Income For Family 
The agent then showed how a life 


time provision could be made for Mrs. 
Jones, without disturbing the principal 
of the estate; that through the receipt 
of a fixed monthly income she could 
be saved all worry as to the investment 
and re-investment of funds; that she 
could be saved from the perilous ex- 
perience of dealing with promoters and 
stock salesmen of one kind or another 


and that after her death Jones’ two 
daughters could receive the proceeds 
of his life insurance estate in fixed 


monthly instalments that would cover 
their entire lifetime. Every word which 
the agent spoke upon the subject cut 
like a two-edged sword, because Jones’ 
mind was constantly dwelling upon the 
estate of which he was an executor. 
How much easier his task would have 
been; how much better for his friend’s 
widow had his friend left a properly 
pre-administered life insurance estate 
and a smaller general estate. 
Must Avoid Mistakes 

He very quickly and wisely allowed 
his mind to run ahead to that day when 
he, too, would permanently stop his 
work, and he realized as never before 
that if he were to avoid the mistakes 
his friend had made definite action 
must be taken. The agent had gained 
his confidence and so he made a frank 
statement to him of his present finan- 
cial situation. The agent pointed out 
that $2,000.00 would be necessary to 


meet the State Inheritance Tax and 
that, based upon his present financial 
condition, $4,000.00 more would be re- 
quired to cover the Federal Estate Tax. 
Jones recalled how he had had to sell 
some of the most readily convertible of 
his friend’s securities to meet these very 
items and to take advantage of the 
discount which the Government allows 
for prompt payment, He had hated to 
sell these securities and he knew very 
well that he would probably leave some 
of his own that he would hate to have 
sold under similar circumstances. 


For Taxation Purposes 

He therefore agreed with the agent 
that it probably would be wise, taking 
into account the natural increase of 
his wealth and the tendency toward 
increased taxation, to set aside at least 
$10,000 of life insurance for taxation 
purposes and an additional $5,000 to 
protect certain outstanding interests he 
might have to meet, current bills and 
to enable his wife to be comfortable 
pending the settlement of his estate. 
He then gladly signed an application 
for $100,000 of life insurance, the 
greater part of which was to be retain- 
ed by the company at his death and 
the interest upon it paid in monthly 
instalments to his wife, the right of 
withdrawal being withheld from her. In 
order to increase her income for her 
lifetime he allowed a portion of it to 
be placed under Special Privilege No. 
4, fifteen years certain (his daughters 


were aged nine and seven years and 
this provision in case of his wife's 
early death following his own would 


continue that part of the estate until 
they were each above twenty years of 
age.) He then provided that at the 
death of his wife following his death 
the balance of the proceeds held under 
Special Privilege No. 2 by the company 
should be transferred to Special Priv- 
ilege No. 4 and paid out in monthly 
instalments to his two daughters for 
their lifetime, twenty years certain 
(further providing that in case they 
left issue the balance of the certain 
instalments remaining unpaid should 
be paid at their mother’s death in 
monthly instalments to such issue, the 
right of commutation being withheld 
from the several beneficiaries.) 


Brought Satisfaction 


In the course of a few days, Jones’ 
examination having proved satisfactory 


and the payment of the premium 
having been made in advance, the 
agent was able to deliver the com- 
pleted program to Jones. Jones gsub- 
mitted the policy and the supple- 


mental agreement to his lawyer who 
told him it was one of the best legal 
documents he had ever seen, that every 
contingency had been provided against, 
and, as stated to him by the agent, 
any changes in his future circumstances 
could be cared for by making a cor- 
responding change in his agreement 
with the company. Jones now had 
satisfaction in the possession of his 
life insurance which he had never en- 


(Continued on page 8) 











Established 
1867 











and their beneficiaries, 
Great Policyholders’ Company. 


Jesse R. Clark, President. 








resources, 


and 


of Cincinnati, O. 


THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 


The stronger the rear guard, the greater the 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds, 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 
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Edward Jahn, an agency 


Estate vs. instructor for The Pru- 
Producing dential Insurance Com- 
Powers pany, of Newark, gives 


this selling pointer: 

“I was recently taken by an agent to 
a prospect whom he had canvassed and 
taiked to many times personally and 
with his assistant and the best they 
ever got from him was an indefinite 
promise. The assistant had, however, 
when an agent, closed him for $1,000. 

“I was greeted by the prospect with 
this shot right from the shoulder: ‘I’ve 
decided I have enough life insurance.’ 

“Said I, ‘May I ask upon what grounds 
you base your statement?’ The reply 
was, ‘I have $3,000 life insurance and 
some building and loan shares.’ 

“*Ves.”’ I answered, ‘your $3,000 life 
insurance would represent an estate 
this minute if death or total disability 
overtook you, but your building and 
loan is worth a litthe more than the 
amount you say you have paid on it 
for two years. You have about nine 
years more to live and. make the month 
ly payments before it matures to the 
amount you are now figuring on. Now, 
may I show you how small your estate 
is as against your producing powers 
for I am sure I can convince you that 
you have not enough life insurance? 

“*Vou’ll agree with me that you have 
at least twenty-five years of producing 
power left if you live—yes! Well, then, 
we will say that- your earnings during 
this period will be $40,000—and this is 
a moderate estimate. I am sure you 
will agree with me that your life in- 
surance together with your small equity 
in the building and loan would appear 
insignificant if you passed away this 
minute. We will say that your earnings 
will be only $40,000. You will readily 
see that you need at least an additional 
$5,000.’ 

“The prospect admitted the truth of 
my argument and signed the applica 
tion. I find that the emphasis these 
days should be upon the earning power 
of a prospect during the course of his 
expectancy of life, and that that method 
wins when all others fail.” 

a ak + 


A writer in “Hot Stuff,” 


Vacations— that bright organ of the 

Before Hoos:er Casualty, has 

and After this to say regarding 
vacations: 

“T am heartily in favor of vacations. 

I believe that all work and no play 

makes Jack a dull boy, but all play 


and no work makes Jack a thundering 
sight duller boy. The trouble with this 
vacation business is that we anticipate 
it, and think of it and nothing else for 
about four weeks beforehand and we 
suffer from the effects of it about four 
weeks behindhand. Figuring one week’s 
vacation, we have lost about nine weeks 
for our employer. If our employer 
happens to be ourself we have wasted 
nine weeks of our own time and time 
is all in the world that God has given 
us to turn into money. When I think 
of the time wasted by my employes and 
myself and look upon the multitude of 
idlers who wander aimlessly about our 
streets. I can realize why the country 
as a whole is not more efficient than 
it is, and I can realize why production 
is correspondingly low and why prices 
are skyhigh. The average man is not 
productive up to one-half of his ability. 
Consequently what is produced is twice 
as high as it ought to be. 

“Nobody can convince me that insur- 
nce agents are producing to their full 
capacity and if ever there was a favor- 
able time for them to reap a harvest 
it would seem to be now. People have 


money to buy insurance and certainly, 
in these hazardous and uncertain times, 
insurance against loss of time by sick- 
ness or accident is an absolute neces- 


sity. The extreme high cost of things 

is within itself an argument in favor 
of protecting our incomes.” 

* 

Secretary William 

Some Alexander, of the 

Mid-summer Equitable, New York, 

Reminders’ who is also editor of 

“Agency Items,” pre- 


sents these mid-summer suggestions to 
agents: 

As we enter upon the last half of 1918, 
individual retrospection is essential. 
measured up to 
adopted on Janu- 


Has your 
the programme 
ary 1? 

Have you reached the half way point 
in new business secured on the basis of 
the mark set for the year? 

Have you kept faith with yourself in 
making a given number of calls each 
week? 

Have you made periodic visits to the 
policyholders in your territory to serve 
them in connection with their present 
insurance and to increase their insur- 
ance in appropriate cases? 

Have you kept abreast of the times 
by adapting your methods to present 
conditions? 

Have you in each instance tried to fit 
the policy to the applicant, to this end 
utilizing the Equitable’s great variety of 
policy forms? 

Have you 
new prospects 
holders? 

Have you been awake to the possibili- 
ties of business and group insurance for 
small as well as for large merchants 
and manufacturers? 

Have you talked $10,000 and $5,000 
instead of $1,000? 

Have you specialized among those be- 
yond the draft ages? 

Have you sought out those who by 
reason of war conditions are enjoying 
unprecedented prosperity and who 
should be putting a large portion of 
their increased income into life insur- 
ance? 

If you have been doing all this, your 


progress 
you 


introductions to 
present  policy- 


secured 
from 
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Metropolitan Life Insurance Company 
Home Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. . . .$3,936,181,898 
It is greater than any other eg 
in America in the number of its 
WOTIEIOD o:0.0.0:0:0-00:0m0sess cde 
It stood first in the world in amount 


of insurance placed in 1917 
satiate rrr 
It stood first in the world in gain 
in insurance in force in 1917 


coe ccccscccc cc cc oH hha, 149,902 


It stood first in the world in gain in 
income in 1917......$40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








success in 1918 will be assured, and if 
you are,not ahead of your schedule do 
you recognize the absolute necessity of 
speeding up during this most important 
year? 


Jones—Executor 
(Continued from page 7) 
joyed before; he ceased to look upon 
his life insurance as a luxury and re- 
garded it as a necessity. He no longer 
looked upon it as “pie and cake,” but 
as “bread and butter,” and during the 
remaining months of vexatious delays 
and trying experiences in the gsettle- 
ment of his friend’s estate he found 
some considerable compensation in the 
knowledge that he had now permanent- 
ly avoided the mistakes which his 

friend had made, 
Insurance Carries The Man 
But Jones realized that his duty to- 
ward the community did not cease with 
the provision which he had made for 
but that he had a 


his own family, 
distinct moral obligation to the com- 
munity, since his judgment was so 


universally respected. He had always 
been a believer in life insurance and, 











Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 


written by an American company. 

Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 








For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 





as men ordinarily view things, he had 
carried considerable of it, but he never 
before grasped the thought that after 
all it is the life insurance that carries 
the man and not the man that carries 
the insurance. He found that his life 
insurance “carried” him to his day’s 
work with greater confidence; that it 
enabled him to see all of his business 
relations in a saner and_ healthier 
perspective. He found that he_ slept 
better and had more continuous peace 
of mind. While these experiences were 
now pérsonal to him he realized that 
there were many other people in the 
community entitled to the same enjoy- 
ment, and he therefore not only gave 
a strong letter of endorsement to the 
agent, but expressed a willingness to 
use his personal influence, first with 
his fellow executor and then with other 
friends, persuading them to listen to 
the advice which the agent could give. 
The letter which he wrote to the agent 
is of so much interest that it is here 
reproduced: 
Investment Field Risky 

“IT desire to express my appreciation 
of the trouble you have taken in laying 
out the proceeds of my eight policies 
so that my mind can be at rest with 
regard to the future well-being of my 
wife and children. The practical result 
is that in the event of my death a sub- 
stitute has been provided who will 
take full charge of my family and 
work for them as long as they live. 

“The field of investment is always a 
risky one, and particularly go for 
widows and orphans, and no one should 
allow such a responsibility to be thrust 
upon his inexperienced dependents after 
his death. Insurance payable in the 
form of a fixed income is the only 
practical solution of the problem, and 
I deem it somewhat of a public service 
to call attention to the work you are 
doing in this direction, which demands 
a far broader knowledge of the science 
of life insurance than igs necessary 
merely to acceptably represent a good 
company. 

“The work ‘you have done for me 
has required a special study of my 
needs and requirements, so as to take 
care of every possible future contin- 
gency, and I am abundantly satisfied 
with the settlement you have arranged. 

“In the hope that the work ‘you are 
doing may receive the full recognition 


it deserves, believe me, Yours very 
truly,” 
Jones was determined that there 


should be more happy widows in his 
community and fewer troubled exe- 


(Continued on page 9) 
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BUSINESS ESSENTIALS 
No. 9-IDEALS 


By JOHN K. WEST 














You must know definitely and clearly 
just what you wish to do or have in 
life if you want to be successful. 

In the beautiful home office of the 
National Fire are several large signs 
“Direction First, Then Distance.” That 
expresses the whole thought in a nut- 
shell. Have an ideal and you can ac- 
complish anything you set out to do. 
Your fortune or lack of fortune is not 
the result of chance but of your ideals. 

You make your own misery, your 
own happiness, your own poverty, by 
what you think and what you think is 
simply your ideals. The mind inside 
you is a magnet of attractive and re- 
pellant qualities. If you think you are 
worth while, others will think the same. 
Ideals make opportunities for you. It’s 
all up to you. Strange as it may seem, 
some insurance agents do not have 
ideals, or if they have them, they are 
constantly eluding them. They mean- 
der along, drifting aimlessly from one 
thing to another in a half-hearted man- 
ner, and the result is they live in a 
constant state of confusion. 

Pause for a moment and consider 
whether or not you have any definite 
port or goal in mind. Take ten minutes 
some time when you are alone in think- 
ing this over. If you have no definite 
goal in life you are weak on ideals and 
you must turn on the power of vision 
by thinking quietly but positively what 
you ought to be or do or have. A 
stalled motor boat churning around in 
the trough of the sea is quite likely 
to be swamped. How different is a 
boat under power and control plowing 
through the briny deep toward a par- 
ticular port. 

It is of the greatest importance to 
you to have ideals, whether you are 
a brand-new agent or a battle-scarred 
veteran. You can never get anywhere 
unless you have clear-cut and definite 
ideals to pattern after. A kid in the 
lots watching various games of base- 
ball and hearing tales about the game 
slowly forms his ideal “slugger” and 
when he steps up to the bat he tries 
to emulate his “Ty” Cobb and the re- 
sult is that he makes a hit where the 
fellow without an ideal goes to the 
bench while he is careening around the 
bases joyous and happy over the hit 
he made. 

Eye on the Ball 

A golf player takes his Jerry Travers 
book on golf and pores over the con- 
tents, keenly taking in all the direc- 
tions and paying particular attention to 
the pictures. When he goes out on the 
links he has a mental concept which 
will keep repeating to him the advice 
of an expert “Keep your head down 
and your eye on the ball until after 
it is hit.” He is unconsciously making 
Jerry Travers his ideal in the game of 
golf and is copying his strokes and 
style and Ye Gods if ever a chance 
came to go out to see the wonder of 
the game, he will travel miles just to 
get a peep at him driving a ball. 


A fisherman is enthusiastic about his 
ideals. He reads and copies and swops 
talk about different anglers until finally 
he has in mind his ideal man of the 
trout streams. We read history and 
novels to get ideals. We are constantly 
surrounded with the stuff ideals are 
made of. An individual is according to 
his ideals honest or dishonest, friendly 
or unfriendly, polite or rude, initiative 
or inert, enthusiastic or indifferent, a 
thinking person or thoughtless, etc., 
and no person at any time is greater 
than his ideals. 


Do you know a calm, courageous, 
forceful, determined, self-reliant aspir- 
ing agent? And do you know a weak, 
whining, complaining, melancholy, mor- 
bid, nervous, fretful agent? Both are 
the results of ideals, for a man never 
is anything in this world that he doesn’t 
want to be. Water finds its level and 
if your ideals are not kept higher you 
will soon gravitate toward people like 
yourself. Can you, for instance, con- 
ceive of a strong, vigorous, successful 
agent going around among strangers 
and mingling with despondent and un- 
successful people? 

So vital is this matter of ideals that 
you will want to make an examination 
of your own mental life and see how 
clearly you have mental ideals in your 
various works and play. Improve your 
ideals and you will gravitate toward 
a better class of associates. As you 
make the examination, ask yourself the 
question why for instance anger takes 
hold of you when things don’t go your 
way. This analysis will show you some 
simple reason why you get angry at 
certain times when at other times you 
would pass the event without notice. 


Have Definiteness 


You have the power right now inside 
of you to make your own ideals. After 
you have created your own Ideals, you 
should form in your own mind a mental 
image of yourself and pick yourself 
to pieces and decide how you compare 
with your ideal on nersonal character- 
istics. One great ideal an insurance 
agent should strive for is definiteness. 
Don’t have vague. or indefinite notions. 
It is the lack of direction that causes 
you to drift. Unless you know where 
you are going you cannot know how 
to get there. Know where you are 
going and what you want. 

Did you ever see a file of raw recruits 
marching in a field in columns of 
platoons? The right guide will almost 
invariably edge towards the right and 
the entire platoon would be over in the 
corner of the lot were it not for the 
instructor who tells the right guide to 
get his eye on a definite obfective way 
in front of him and make for that 

Stop reading after you finish this 
article and start thinking. Look over 
the records you keep. Would your 
ideal salesman allow his prospect book 
to become as old and worn out as 
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yours. Outline plans for making the 
best kind of records. Judging from the 
number of insurable risks in your ter- 
ritory, how do you stand toward the 
possibilities for you? How does your 
ability compare with the ability of 
your ideal? What are you doing to 
make yourself as near like your ideal 
as possible? 


The market for you is your territory. 
Play the game according to rules. Your 
ideal isn’t lazy, impatient, ignorant, 
rude, indifferent He is industrious, 
goes about his business having self- 
control at all times, is afraid of no 
man, has a thorough knowledge of his 
business, is polite and courteous, has 
enthusiasm and knows how to express 
himself effectively. If you have been 
plodding around here and there wasting 
your time you have lacked direction 
and you need ideals. If your desire 
is to write a certain amount of business 
next week, your plans will be far dif- 
ferent from what they are if your am- 
bition is simply to look after the bust- 
ness that happens to come in. 

Fnvironment has had much to do 
with the making of your fdeals, but 
you now have control of your environ- 
ment and can always get above it by 
a little effort. Continually keep your 
ideals ahead of you so when you finish 
one task there will be no uncertainty 
as to what you will then do. 


Producer’s Best Secret 


Fix your mind on some definite plan 
for your life. then write it out and 
from time to time check up to see how 
near you are living to it. Right think- 
ing about their business is the great 
secret of the best producers Create 
within you an ambition for right ideals. 
Don’t live in a chaotie condition, dart- 
ing around here and there and every- 
where with lightning-like rapidity. De- 
velop at onee a successful ideal and 
grasp it firmly enough to act on it 

Make a start toward success bv 
creating in your own mind an ideal 
of what you are living for and what 
vou ultimately want to accomplish in 
life Form a mental picture of your 
ideal home. its location, construction 
and environment. Adont an ideal diet 
of food that will supnly you with en- 
ergy, enjoyment and efficiency. Fashion 


your ideal dress within your means. Re- 
solve toamass a competency. Plan an 
ideal day of work in the field with much 
of your wasted time cut out, your in- 
terviews cut down to the minimum for 
efficiency and an absorbing interest in 
your work. Create an ideal body free 
from pain, weakness and fear of dis- 
ease and continue to be and do the 
best there is in your line of work. You 
have enough knowledge stored inside 
you to revolutionize your world if you 
would only apply your ideals to your 
work and plan. Don’t keep your ideals 
in sealed packages. Spread them out 
and make practical application of them. 
It is an easy task if you only make 
the start. 


Jones—Executor 
(Continued from page 8) 


cutors, and it was no small source of 
satisfaction to him to witness the 
progress which this service agent was 
making in Jones commynity, 


Discharged by Court 
The day for the final settlement of ° 
his friend’s estate came. The court 
issued its third citation and the heirs 
appeared at the court on the designat- 
ed day. Jones had in the meantime, at 
considerable personal inconvenience, 
kept the legatees quite fully informed 
of the steps which he and his fellow 
executor were taking. It had been a 
hard task, but he had accomplished it, 
and he was now pleased to find that 
their objections had been minor and 
could be dealt with. He was to be dis- 
charged by the court and, having faith- 
fully met the great test of trusteeship, 
his conscience was clear. The widow 
and the other heirs seemed now to quite 
thoroughly appreciate the gs: rvices 
which he and the other executor had 
rendered. When he left the court that 
day and in succeeding months these 
questions kept coming to him, Why 
don’t business men take into account 
the certain depreciation of their general 
estates? Why don’t they realize that 
the need of insurance goes with prop 
erty? Why don't they buy more life 
Insurance and _ have it properly pre 
administered? Why are there not more 
“service men” in the life insurance 
business? 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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ALMOST SIXTY BILLION IN FORCE 


That life insurance has made rapid 
strides in 1917 is evident from the fig- 
ures compiled by The Insurance Press. 
The total amount in force is now 
placed at $59,500,000,000. Life insur- 
ance organizations throughout the Unit- 
ed States and Canada _ distributed 
$788,300,000 in claims and benefits dur- 
ing 1917. At the close of 1917 policies 
were in force aggregating more than 
$27,500,000,000 in old line companies 
and about $10,000,000,000 in fraternals. 
To this must now be added the soldiers’ 
and sailors’ insurance amounting to 
$22,000,000,000, making the grand tota: 
given above. 

It is gratifying to note that ninety 
per cent of the companies show a fall- 
ing off in lapsed, surrendered and pur- 
chased policies. Dividends increased 
and demands for loans on policies were 
fewer. The new insurance written last 
year by life companies was over $4,- 
000,000,000. 


MARINE AND FIRE MEN COMBIN- 
ING FORCES 

As long as the marine insurance 
business was a thing unto itself—a free 
lance as it were—not hedged about by 
the insurance laws of the state of New 
York, or other states, there was no 
need for the marine underwriters and 
the brokers to bother their heads about 
anything that might be done at Albany. 
They did not need much of anything 
resembling an organization such as the 
fire brokers have and without which 
the fire brokers could not get along. 
The fire brokers need a thoroughly de- 
veloped organization with its numerous 
committees, each one on the job all 
the time to protect the members from 
unjust discrimination from without and 
bad practices within the business. 

When the new laws went into effect 
in New York affecting marine brokers, 
the fire brokers, who have long felt 
the necessity for and the benefits of 
an organization, immediately saw where 
they could be of advantage to the 
marine brokers, whom they realized 
would need an effective organization. 
The fire men therefore took time by 


the forelock and conceived the idea 
that both marine insurance and fire 
insurance would be benefited by en- 
larging the scope of the Fire Brokers’ 
Association to include marine brokers. 
The change was also made the occasion 
for bringing in the liability brokers. 
One large, strong organization with 
mutual interests was the idea, instead 
of a number of small organizations, the 
younger ones lacking the strength and 
experience of the larger. The Fire 
Brokers’ Association has been in exist- 
ence for twenty years. 

The response to the proposal of the 
fire brokers has been quite generally 
approved and there has been a steady 
flow of members to it from among the 
marine writing offices. Just a few of the 
more prominent acquisitions are: John- 
son & Higgins; Wilcox, Peck, Brown & 
Crosby; G. B. LaBoyteaux, Jr., Amerman 
& Patterson; Bertschmann & Maloy; 
Hagadorn & Co.; Frank B. Hall & Co. 
Inc.; Hutchison Rivinus & Co.; R. A. 
Corroon & Co.; H. E. Otto & Co.; Par- 
sons & Egert; George H. Smith & 
Hicks. 


RESEARCH WORK OF INDUSTRIAL 
COMPANIES VALUED 

When it was decided to hold a public 
exhibit in Newark, N. J., devoted to 
health, housing of industrial workers 
and kindred subjects, the promoters at 
once realized that no such exhibition 
would be complete without industrial 
life insurance being properly represent- 
ed. The companies transacting this 
line of insurance have given such close 
study to health conditions, housing, 
causes of disease and its prolongation, 
that it is but natural that the vast 
fund of information at their disposal 
should be sought by those interested 
in an exhibit of this kind. It is further- 
more highly encouraging that the in- 
estimably valuable work of the indus- 
trial companies should be so generally 
recognized. This exhibit being a New- 
ark enterprise, and The Prudential hav- 
ing its Home Office there, the Company 
at once complied with the request for 
data and charts, supplemented with 
literature for general distribution. The 
valuable charts exhibited at the World’s 
Fair in San Francisco, were again 
brought into play with the result that 
the work of the Newark exhibitors was 
substantially augmented in a way which 
brought much added interest and_ in- 
struction to those who attended the 
gatherings which lasted throughout the 
week. 


COMMISSIONERS’ CONVENTION 

Doubt as to whether or not the an- 
nual meeting of the National Conven- 
tion of Insurance Commissioners should 
be held on account of transportation 
difficulties is removed by a letter sent 
to the state officials last week by 
Secretary Joseph Button. Commissioner 
Button states that in reply to a letter 
to all commissioners, thirty-three states 
have signified their intention of being 
present and the convention will be held 
at the Brown Palace Hotel, Denver, 
September 10 to 13. 





Lieut. Maurice F. Quinn, D. V. M. 
of Norwich, N. Y., is now at Camp 


Zachary Taylor, Kentucky. Lieut. Quinn 
for a number of years has been with 
the Hartford Livestock ‘Co. in the 
capacity of veterinary surgeon. 








THE HUMAN SIDE OF INSURANCE 




















LOUIS F. BUTLER 


Louis F. Butler, president of the 
Travelers, celebrated his 47th birth- 
day on Tuesday. Born July 23, 1871, Mr, 
Butler is a living example of what an 
ideal of determination will do for a 
man. Hntering the Travelers employ 
in 1890 at the age of 19, he won ad- 
vancement by his wonderful efficiency, 
and became assistant secretary of the 
company in 1904. He was elected 
secretary in 1907, vice-president in 1912 
and succeeded the late Sylvester C. 
Dunham as president in 1915. 


* * a 


T. L. Purdum, who succeeds A. M. 
Bowen in the management of the New 
York office of the New Amsterdam 
Casualty, has had an extensive insur- 
ance experience. He was in the fire 
insurance line in Baltimore until the 
big fire occurred. Then he engaged 
with the Maryland Casualty and was 
assistant manager of its Canadian 
branch office. Later he became special 
agent for the Fidelity & Deposit and 
was with that Company for six years, 
during which he did considerable special 
work and among other things opened 
the Company’s burglary and plate glass 
department. Since 1913 Mr. Purdum 
has been with the New Amsterdam 
and for a year or more has been Mr. 
Bowen’s chief aid in New York. Mr. 
Bowen will be located at 220 Broadway 
where his future interests will be cen- 


tered. 
* * * 


Don Stehle, Jr., special agent of the 
Pittsburgh Fire, for Western Pennsyl- 
vania, has been’ elected assistant 
secretary of the Company. Mr. Stehle 
is a Pittsburgh man who has risen in 
his profession. He began his insurance 
career 14 years ago, starting with the 
Globe Fire, as a map clerk, and rose 
in the ranks until he was appointed 
special agent. He resigned in Septem- 
ber 1917, to associate with the Mar- 
quette National Fire, in the same ¢a- 
pacity, for Western Pennsylvania, with 
headquarters in Pittsburgh. In April 
this year, Mr. Stehle left the Marquette 
National to accept a similar position 
with the Pittsburgh Fire, which 
position he was filling when his election 
as an official of the Company took 


place. 
* * * 


Manager E. J. Taylor, of the South 
Bend district of the Public Savings 
Insurance Co., has been promoted to 
manager of the auditing department in 
the home office. Mr. Taylor has proven 
himself to be a thorough workman, a 


master of details, absolutely dependable 
and a tireless worker, all of which espe- 
cially fit him for the conduct and 
development of the department of 
which he becomes the head. He has 
the happy distinction of being the first 
ma; promoted from the field to the 


home office. 
i a. 


Lieut. C. H. Sanders, assistant sec- 
cretary of the American Liability, Cin- 
cinnati, cabled from overseas July 13 
that he had arrived safely. Lieut. 
Sanders is assistant secretary of the 
Company, although he has been in 
army service nearly all the time for 
over two years. He was with Troop C, 
Ohio Cavalry on the Mexican Border, 
returning March 1, 1917. Lieut. Sanders 
was promoted First Lieutenant in July, 
1917. He was at Camp Sheridan, Ala., 
and Camp Upton, New York, until 
sailing with the 87th Division the last 
week of June. He was made Staff Of- 
ficer in November last and Aid de 
Camp to the General in March 1918. 


*- * *& 


William E. Bates, president of the 
Philadelphia Fire Underwriters’ As- 
sociation and head of the Fire Patrol 
in that City, is quoted at great length 
in the Philadelphia papers this week as 
being opposed to the skipzstop trolley 
system which is being agitated in Phil- 
adelphia. Mr. Bates claims that the 
system would endanger the lives of the 
fire department, tend to larger fires 
and greater conflagration hazard with 
the possibility of increased fire insur- 
ance rates. 

a s . 

Martin F. Bartlett, for many years 
special agent in Maine and New Hamp 
shire of the Queen, died at his summer 
home, Belgrade Lakes, Me., last Thurs- 
day. As president of the Boothby & 
Bartlett Co., of Waterville, Me., Mr. 
Bartlett had been engaged in the local 
agency business also. At different 
times Mr. Bartlett had been mayor of 
Waterville and a member of the State 
Senate, 

* * * 

John M. Holcombe, president of the 
Phoenix Mutual Life, was elected pres- 
ident of the Mechanics Saving Bank 
of Hartford at its annual meeting last 
week. W. E. A. Bulkeley, auditor of the 
Aetna Life; John L. Way, vice-president 
of the Travelers; and Edgar J. Sloan, 
secretary of the Aetna Fire, were elec- 
ted on the board of trustees at the 
same meeting. 

2s * @ 


Through virtue of intensive military 
training two prominent Hartford young 
men, sons of insurance officials, have 
been commissioned lieutenants in the 
United States Reserves in France; 
Lieutenant Houghton Bulkeley, son of 
President M. G. Bulkeley of the Aetna 
Life; and Lieutenant Frederick L. Way, 
son of Vice-President John L. Way of 
the Travelers. 

a 

H. A. Behrens, vice-president of the 
Continental Casualty, Chicago, and 
and John J. King, vice-president of the 
Hooper-Holmeg Bureau, New York, are 
in Washington assisting the govern- 
ment in the work of the War Risk 


Bureau. 
_ . + 


T. Houard Wright, former secretary 
of the Insurance Company of North 
America, died of heart failure at his 
home in Landsdowne, Pa., on July 16. 
Mr. Wright leaves five sons, three of 
whom are in the service. 

s * * 


E. Roger Owen, general manager in 
England of the Commercial Union, has 
been re-elected president of the Insur- 
ance Official’s- Society, cf London. 
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FIRE INSURANCE DEPARTMENT 





Gaillard With 
Westchester Fire 


BECOMES ASSISTANT SECRETARY 





Was Assistant Manager General Fire, 
Urbaine Fire, and British Dominions 


With Fred S. James & Co. 


Cc. B. G. Gaillard has been elected 
assistant secretary of the Westchester 
Fire. The appointment was confirmed 
at a meeting of the directors held on 
Tuesday of this week. Mr, Gaillard 
in conjunction with A. B. Roome, who 














C. B. G. GAILLARD 


was also elected an assistant secretary 
on Tuesday, will have charge of the 
agency department of the Westchester. 

One of the most popular of the 
younger fire men possessing manager- 
ial talent domiciled in New York, Mr. 
Gaillard’s training and experience fits 
him to handle the duties of his new 
connection. He was born in Kentucky, 
down near by where Young E. Allison 
the talented editor of “The Insurance 
Field” holds fort, and Allison admits it 
is some advantage for a fire under- 
writer to have been born in that lat- 
titude. 

Started with Sun 

Mr. Gaillard started in the fire insur- 

ance business in 1893 as an endorse- 
(Continued on page 12) 











Sold Expirations 
No Bar to Solicit 


PARTNERSHIP CASE DECIDED 


Plaintiff Failed to Prove Defendant 
Had Any Other Record of Policies 
Than Memory 





Having disposed of his interest in a 
partnership and the records and expira- 
tions of the partnership, an agent 
nevertheless is permitted to use what 
details he can remember to solicit new 
business in the same community. Such 
is the decision of Supreme Court 
Justice Leonard C. Crouch, made last 
week in Utica in the case of Stafford 
vs. Linck. 

In 1916 Floyd H. Stafford and Alex- 
ander A. Linck, entered into a partner- 
ship and in 1917 the partnership was 
dissolved, Mr. Stafford bringing suit 
against Mr, Linck to prevent him 
soliciting renewals of business done by 
the partnership. 

The Justice, in his opinion, finds for 
the defendant as follows: 

“The plaintiff concedes the right to 
the defendant to solicit insurance 
business in the city of Utica and vicin- 
ity and also concedes that the defendant 
may use any information which he has 
in his memory regarding expirations. 
He contends, however, that defendant 
is not entitled to refresh his recollec 
tion regarding the expiration of policies 
from the books and memoranda which 
were sold to the plaintiff or from any 
copy thereof which the defendant may 
have in his possession or which may 
be in anybody else’s possession subject 
to the inspection of the defendant.” 

“For the purposes of this case, the 
Court agrees with the law involved in 
this contention. The difficulty with it, 
however, is that plaintiff has failed to 
sustain the burden of proving facts 
which will enable him to take advantage 
of the law. The evidence does not, I think 
warrant an inference that the defendant 
refreshed his recollection regarding 
the expiration of policies from the in- 
formation in question. It is true that 
the defendant did make a copy of the 
expiration list. He swears that he 
destroyed it under an arrangement with 
the receiver and there is no evidence 
to the contrary. There is no testimony 
from any policyholder whose _ policy 
was renewed to indicate the use by 
defendant of information belonging to 
the plaintiff. 

“Judgment for defendant.” 


H. T. ENDRISS RESIGNS 
H. T. Endriss, secretary of Ballard 
& Greene, Inc., has resigned to enter 
another business. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 











> — fHE AUTOMOBILE—> 
INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 





REGISTERED MAIL 


Affiliated with 
ZETNA LIFE INSURANCE CO. 


JETNA CASUALTY & SURETY CO. 














[of Liverpool, England] 


National Liberty 
INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1918 


Cash Capital ....... $1,000,000.00 
RUE bin dcscdescees 8,209,763.64 
EAMDINUIOB 0 os ccecccss §,223,081.71 





Net Surplus ......... 
Surplus for Policy 
TOONS ana sawanden 2,986,731.93 
HEAD OFFICE 
62 WILLIAM STREET, NEW YORK 


1,986,731.93 


THE LEADING FIRE COMPANY 
OF THE WORLD 























CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$357,318.58 
54,256.92 
200,000.00 
96,379.07 


Reserve 
Capital 
Barples 2.000 cece 


63,479.83 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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Restricts U. S. 
Fire Companies 





ACT AMENDED 


CANADIAN 


Deposit Requirements for Foreign 
Companies Up to $100,000— 
Further Increases Provided 





The Insurance Act of Canada has 
been amended to read: 

“Every British and foreign company 
carrying on the business of fire insur- 
ance shall, before the issue of such li- 
cense, deposit with the Minister in such 
securities the sum of one hundred thou- 
sand dollars.” 

‘Section 19 of the Act is repealed and 
the following is substituted therefor: 

“19. Subject to the provisions of Sec- 
tion 125 of this Act, if it appears from 
the annual staiements or from an ex- 
amination of the affairs and condition 
of any company carrying on the _ busi- 
ness of fire or inland marine insurance 
that its assets in Canada, including the 
deposit in the hands of the Minister, 
exceed by less than 25 per cent, the 
reinsurance value of all its risks out- 
standing in Canada together with other 
liabilities in Canada, the company shall 
be notified by the Minister to increase 
its said assets in Canada by an amount 
such that the accepted value of its as- 
sets in Canada shall exceed by at least 
25 per cent. its liabilities in Canada as 
aforesaid, and on its failure to so in- 
crease its assets in Canada within sixty 
days after being so notified, the Min- 
ister may withdraw its license.” 





NEWARK LEAGUE ENDS SEASON 





Trophies To Be Awarded N. J. Fidelity 
and N. J. Insurance Co. At Out- 
ing To-Morrow 





The Newark Insurance League closed 
its season on July 12 and the trophies 
will be awarded at an outing to be 
held to-morrow at Maplewood, N. J. 

The team of the New Jersey Fidelity 
& Plate Glass headed the league with 
that of the New Jersey Insurance Co. 
in second place. The standing of the 
teams is as follows: 


Games Per 

won lost cent 

2, We viecaee 12 1 .923 
ee es Saree 9 4 692 
PIVOMODES 66.0 ccceve 5 8 .384 
Sy 3 11 231 


Early in the season the Commercial 
Casualty, Aetna Life and American In- 
surance Co. withdrew from the League, 
several of their players having engaged 
in war activities of one form or an- 
other. 

At three o’clock to-morrow the New 
Jersey Fidelity team will play a team 
picked from the others of the League. 
Immediately following the game there 
will be an athletic meet, consisting of 
a sack race, potato race, fat men’s race, 
ete., for which the League has provided 
suitable prizes and which will be un- 
der the supervision of Elmer Henofer, 
manager of the Travelers team. 

The outing is in charge of a commit- 
tee composed of the officers of the 
League who are Harold A. Sonn, N. J. 
Fidelity, president; Jos. Junior, Fire- 
mens, vice-president; Elmer Henofer, 
Travelers, treasurer; William Ponsford. 
N. J. Insurance Co., secretary; and R 
A. Fraser, N. J. Fidelity, manager. 


VIEW OF CO-INSURANCE 





Bullding Managers’ Association Evident- 
ly Does Not Think Highly of 
the Clause 





The insurance committee of the New 
York Building Managers’ Association 


advises its members as follows in re- 
gard to the significance of the 80 per 
cent. co-insurance clause: 

“An 80 per cent. co-insurance clause 


in an insurance policy means that you 
carry part of the insurance yourself, 
unless in fact, the amount of your 
policy equals or exceeds the value of 
the property insured. If you carry 
such insurance to the extent of ex- 
actly 80 per cent. of the value of the 
property, the clause means that you are 
entitled to collect in full your losses 
up to 80 per cent. of the total value 
of the property insured, insuring your- 
self, so to speak, for the difference be- 
tween 80 per cent. and 100 per cent. 
of the value. You can collect the face 
of your policy if your loss amounted to 
that much, provided you insured up to 
at least 80 per cent. of the value, and 
losses of lesser amounts would be pay- 
able in full. It is when you insure 
for less than 80 per cent. that the fa- 
mous 80 per cent. clause gets in its fine 
work. It then operates to prevent 
you from collecting any loss in full, 
as a penalty for saving insurance pre- 
miums, on the theory that you get 
no more than you pay for. One hun- 
dred per cent. insurance costs 10 per 
cent. less than 80 per cent. co-insur- 
ance, for the very good reason that 
the last 20 per cent. of the risk is not 
worth at the same rate as the first 80 
per cent. of the risk, because, again, 
there are more partial losses than total 
ones. In case of a loss under the 80 
per cent. clause, when you had less in- 
surance than 80 per cent. of the value, 
your collection is in the same propor- 
tion as the insurance you did have, and 
what you should have had, with respect 
to the value of the property.” 


Y. M. C. A. RECRUITING 

The general chairman of the Y. M. 
C. A. overseas recruiting drive, Her- 
bert L. Pratt, selected Mr. Messerole 
of the Pacific Fire as chairman of the 
insurance group and Charles D. Hilles 
of New York was asked to bring to- 
gether a number of men who were 
thought to be interested. Mr. Messer- 
ole could not attend when the commit- 
tee met and announced that he could 
not serve as chairman. It was then 
decided to request the members of the 
insurance group to resolve themselves 
into individual recruiting committees. 





ASSISTANT TO SINCLAIR 

The directors of the North British & 
Mercantile have appointed Hubert S. 
Milligan as an additional assistant to 
Foreign Fire Manager L. Sinclair with 
the title of assistant fire manager. Mr. 
Sinclair recently made a visit to the 
United States head office of the North 
British & Mercantile. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT.FIRE OF PA. 


CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, Manager, ROCHESTER 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA, 














100 William Street 











SCHAEFER & SHEVLIN 


GENERAL AGENTS 


FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 





Phone: John 2312 





Gaillard Now With 
the Westchester Fire 
(Continued from page 11) 
ment boy in the office of the Sun of 
London, remaining there until July 
1894, when he went with the old broker- 
age firm of Geo. A. Stanton & Co. He 
engaged there as a policy clerk, but 
was soon assigned to the inspection of 
sprinklered risks, in which specialty 
Geo. A, Stanton was one of the 
pioneers. In this inspection work he 
received an education in the _ princi- 
ples and practices of sprinkler protec- 
tion which has been invaluable in later 
years. 
Becomes Colonial Underwriter 

Shortly after the Colonial Assurance 
Co. was organized, he became an in- 
spector for that company, but was soon 
brought into the home office in an 
underwriting capacity. In 1900 he was 
appointed agency superintendent and 
continued in such capacity until he 
was placed in charge of the general 
agency of Edward E. Hall, who, on the 
death of Geo. A. Stanton, succeeded 
to his business. 


Joins Fred S. James & Co. 

When the corporation of Edward E. 
Hall & Co. was organized he received 
an interest in the corporation and was 
made a director, remaining in charge 
of the general agency branch of the 
business. In 1910 he resigned to be- 
come associated with Fred S. James & 
Co. as agency superintendent in charge 
of that agency’s eastern business, and 
continued in that capacity until 1916 
when he became assistant manager of 
the General Fire, Urbaine Fire and 
the British Dominions Insurance Com- 
panies of which Fred S. James & Co. 
are United States managers. 








207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 














THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany _ in - Conservation of its man 
igement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


too WILLIAM STREET, NEW YORK 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 




















PENNSYLVANIA 


rrRrOrTn a Dei. Pwi a 
ADEQUATE CLARENCE A. KROUSE E- CO SATISFACTION 
FACILITIES LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 


NEW JERSEY 














B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. Home Office: 68 William Street 
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BREWSTER STAFF ADDITIONS 





N. V. McEvoy Made Comptroller—W. 
J. Kissech Treasurer and Geo. C. 
Coyne Assistant Treasurer 





At a meeting of the board of direc- 
tors of J. N. S. Brewster & Co., Inc., 
last week, it was decided to appoint 
N. V. McEvoy comptroller of the 
agency, W. J. Kissech treasurer and 
George C. Coyne, assistant treasurer. 
Mr. McEvoy, Mr. Kissech and Mr. 
Coyne have been identified with the 
Brewster agency. 

The officers of the agency with these 
additions are J. N. S. Brewster, presi- 


dent; J. N. S. Brewster, Jr., vice-presi- 
dent; J. K. Upton, second vice-presi- 
dent; L. Estabrook, secretary; N. T. 
McEvoy; comptroller; W. J. Kissech, 
treasurer; and Geo. C. Coyne, assistant 
treasurer. 


It was also decided at the meeting 
to segregate the brokerage department 
entirely from the agency department of 
the corporation, with the former domi- 
ciled at 55 Liberty Street, and the 
agency at 42 Cedar Street. 





HOUSE BILL 12338 


Alien Property Custodian Has Power 
Over Re-Insurance Rights and 
Exchange of Assets 








The following is an extract from 


House Bill 12338: 

“The Alien Property Custodian shall 
be vested with all of the powers of a 
common-law trustee in respect of all 
property, other than money, which has 
been or shall be, or which has been 
or shall be required to be conveyed 
transferred, assigned, delivered or paid 
to him, or which shall be seized by 
him in pursuance of the provisions of 
this act and in addition thereto, act- 
ing under the supervision and direc- 
tion of the President, and under such 
rules and regulations as the President 
shall prescribe, shall have power to 
manage such property and do any act 
or things in respect thereof, by sale or 
otherwise, and exercise any rights or 
powers which may be or become ap- 
purtenant thereto or to the ownership 
thereof in like manner as though he 
were the absolute owner thereof, In- 
cluding the right to re-insure the busl- 
ness of enemy or ally of enemy insur- 
ance or re-insurance companies, and 
also the right to exchange the assets 
of insurance or re-insurance companles 
which have been delivered or paid over 
to him for the stock or bonds of other 
Insurance companies, including insur- 
ance companies incorporated by him 
or at his Instance: Provided, That 
any property sold under this act, ex- 
cept when sold to the United States. 
shall be sold only to American citizens, 
at public sale to the highest bidder, af- 
ter public advertisement of time dnd 
place of sale, which shall be where 
the property or a major portion there- 
of is situated, unless the President, 
stating the reasons therefor, in the 
public interest shall otherwise de- 
termine.” 


CONTINENTAL JULY 1 FIGURES 


Financial Statement Shows Gross As- 
sets of $34,295,970 with $19,126,648 
Surplus to Policyholders 





The financial statement of the Con- 
tinental Insurance Co., as of July 1, 
was sent out by President Henry 
Evans last week. The figures show the 
Company to have gross assets of $34,- 
295,970 with a surplus to policyholders 
of $19,126,648. The unearned premium 
reserve of the Company is $12,675,630 
and the net surplus $9,126,648. 

These figures show an increase in 
assets over a six months’ period of 
$1,705,316. 


MARINE USAGE IN FIRE LINE 


It developed this week that a good 
deal of the shortage of market on 
warehouse risks has probably been due 
to the use in the fire business of an 
expedient formerly common in marine 
Insurance. Brokers, hearing of a line 
going through or knowing they were 
about to lose a risk, bound up the full 
market facility on that specific ware- 
house. When the other broker had 
failed to place the insurance, the first 
broker then offered his coverage. If 
this failed the policies were marked 
off a few days before they were to 
have gone into effect, thus avoiding 
any expense attaching to the operation. 

This might have gone on indefinitely 
had not one broker bound $4,000,000 in 
one of the smaller warehouses, policies 
to be effective August 1. The other 
broker, when told that the companies 
were full on the risk, laughed at the 
underwriters and showed that the 
goods of his assured then  occupled 
practically the whole building. 


HERKIMER AGENCY DEEP IN WAR 


The Herkimer agency of Henderson, 
DuBois & Carter has military interests 
beyond the ordinary. John D. Hender- 
son, of the agency, who was commis- 
sioned a Second Lieutenant, Q. M. C., 
at Madison Barracks in August 1917 
and who is now in France, was recently 
promoted to the rank of First Lieuten- 
ant. Dewey J. Carter, the active mem- 
ber of the firm who is trying to do his 
bit at home as First Lieut., Company 
M, First Infantry, N. Y. G., at Mohawk, 
N. Y., was recently promoted to the 
rank of Captain and in addition the 
agency has done more than its share 
of W. S. S. and Liberty Bond selling. 


MAP SHOWS CANTONMENTS 


The- Insurance Company of North 
America is distributing a war map of 
the United States, which shows the 
cantonments and indicates which are 
officers’ training camps, aviation, etc. 
The map enables those having relatives 
or friends at any of the camps to see 
just where they are located and what 
railroads to take to visit them 





G. L. MAGER WITH CONCORDIA 
George L. Mager, who has been as- 


sistant secretary of the Western of 
Pittsburgh, is now state agent for New 
Jersey of the Concordia Fire. Mr. Mager 
has established his office at Newark. 
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In this age you’re fighting a constant battle with Time— 


In the race for Success your strongest competitor is TIME— 
your keenest adversary is HESITATION—your bitterest en- 
emy is “WAIT TILL TOMORROW.” 

“Put it off” and you are merely welding a link in the chain 
of HABIT that will sooner or later render your judgment 
QUAKY and UNSUBSTANTIAL. 

Acquire the HABIT of putting things off and very soon you 
will find the path of progress blocked. 

* has cursed many a man and wrecked 


The world has no opportunities for the LAGGARD—the 
man who is AFRAID TO ACT. 
What is wanted is men who have 


of doing things—and doing them NOW. 


Correspondence welcomed from Agents of experience and 


my 
a S 
pe 


UJ 


{| sussase 
NATIONALUNION 


Fire Insurance Co 


OF Pitrseurc. Pa 


TODAY IS THE DAY— 


To do the thing that lies before 


have all the advantages. 


FAST! DECIDE! 


Strengthen your character 


TODAY 


ESTEEM AMEE CLEVE STE TSS 


RAILROAD INSURANCE PLANS 

Walter D. Hines, assistant general di- 
rector of railroads, will be at the head 
of a bureau being formed at Washing 
ton to handle insurance on all railroad 
property under Government control. An 
inspection bureau will be established, 
and there will be an advisory commit- 
tee with Theodore H. Price, chairman. 
It is expected that the wire lines’ in 
surance will next be put under Govern 
ment sssemttenneene 


THE ROYAL AND WAR LOAN 


The information comes from London 
that the Royal Insurance Company has 
re-invested the interest on the British 
War Loan, which was paid on June 1, 
together with additional amounts in the 
British National War Bonds. 





M. E. LIND TRANSFERRED HERE 
The Niagara Fire Insurance Co. has 
transferred Murdock E. Lind, who has 
been special agent of the Company in 
Ohio for a number of years, to the 
Home Office as an examiner of Western 
business. 
Charles L. Alaaver 
pointed agent for a 
companies at Oswego, 





has been ap- 
number of fire 
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FORMALLY ENTER CONFERENCE 
The Sun and the Patriotic have signed 
the membership agreement of the Na- 


tional Automobile Underwriters’ Con- 
ference, covering Southern, Eastern 
and New England territory. 


AGRICULTURAL’S OUTING 


The employees of the Agricultural 


Insurance Co., of Watertown, N. Y., 
held an outing last Saturday at 
Cambell’s. Point, on Lake Erie near 


Watertown. 


GIRARD F. & M. DIVIDEND 
The Girard Fire & Marine, of Phila 
delphia, has declared a regular quar 
terly dividend of 3 per cent., payable 
July 19 


Hobbs, of Harpursville, 
latest agent of the Con 
tinental to be awarded a gold medal 
by the Company on the anniversary of 
his twenty-five years’ connection with 
the Company. 


Charles H. 
N Y., is the 


Senator Joseph S. Frelinghuysen of 
New Jersey has succeeded in having 
railroad fares reduced betwern Phila- 


resorts. He is 
Stuyvesant Fire. 


delphia and = seaside 
president of the 








LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 





1 LIBERTY STREET 


JERSEY CITY, N. J. 
' Montgomery St. 
Tel. 216 Montgomery 








Telephone John 2612 


LOCAL OFFICES 
BROOKLYN, N. Y. 


153 Remsen S 
Tel. 2504 Main 


NEW YORK 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 














INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, 


United States Branch 
92 William Street, New York 


ENGLAND 


RICHARD D. HARVEY 


United States Manager 
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How Use and Occupancy 
Losses Are Adjusted 
Example No. 6-E 


By L. A. Moore, General Adjuster New York Underwriters’ 
Agency 


From a paper read by M-. Moore to field men of the New York Underwriters’ Agency. 

















Example. 6-E 

It is somewhat unusual for use and 
occupancy insurance to pay for repairs 
but if temporary repairs could be made 
which would enable assured to resume 
business at an earlier date than per- 
manent repairs and thereby save as 
much or more use and occupancy loss 
than the cost of temporary repairs, it 
would seem in order to pay for the 
cost of the temporary repairs instead 
of loss of profits or reduction of produc- 
tion, as the case may be. 

This form states, as many forms do, 
that for partial prevention the insur- 
ance shall be liable for actual loss 
sustained in such proportion of a sum 
not exceeding 1/300 of the amount of 
the policy per day as the use and oc- 
cupancy so impaired bears to the full 
daily average use and occupancy. We 
take the reference to such proportion 
of a sum to mean that if the companies’ 
liability for a possible total prevention 
is found to be less than the limit of 
liability per day stated in the form, 
contribution to partial prevention shall 
be on basis of the lesser sum. For ex- 
ample, the limit of liability for total 
prevention under this form is $333 1/3 
per day. The full net profits for the 68 
days of impairment, had no fire oc- 
curred, were found to be but $283.74 per 
day. We therefore figured the impair- 
ment on that amount. 

If the reference to “in such propor- 
tion of a sum” means what we have 
taken it to mean, we think it would 
be better understood if forms stated 
in plain terms that for partial preven- 
tion the insurance shall be liable for 
such proportion of whatever sum the 
companies would be liable for in event 
of total suspension, as impairment 
bears to full daily average, not exceed- 
ing the daily limit of liability named in 
the form. 

Example 6-F 

In most of the cases to which we 
have referred the assured appears to 
have gotten the best part of the forms 
to the front. That calls to mind the 
story of the old darkey who gold 
peaches on the street in basket lots. 
When one day one of his customers 
told him he had often wondered why 
he always put the best peaches on top, 
he said: “Well, sir, I reckon that it is 
for the very same reason that ‘you put 
the best looking part of your house 
to the front of the street.” 

The main features to keep foremost 
in mind in the acceptance of use and 
occupancy insurance are that the forms 
shall be based on the number of work- 
ing days per year of the particular 
business insured; that 24 hours shall 
constitute a day; that liability for par- 
tial prevention of operation shall be 
pro rata of liability for total preven- 
tion; that if a plant is composed of 
{more than one unit, it shall be made 
clear that the insurance attaches to 
all (unless made plain it shall only 


cover certain parts of the plant), so 
that in case of loss assured, if underin- 
sured, could not claim that it was in- 
tended that the insurance apply only to 
the particular part sustaining loss, 
which is sometimes the case. All use 
and occupancy forms are supposed to 
be subject to full co-insurance, and if 
the foregoing features are embodied, 
100% co-insurance would automatically 
operate. 

Our attention was called some time 
ago to a co-insurance clause in connec- 
tion with a form which was attached 
to a policy covering blanket on build- 
ings and all contents, which read: 

“In consideration of the rate at which 
this policy is written, it is expressly 
stipulated and made a condition of this 
contract that this company shall be 
liable for no greater proportion of any 
loss on buildings than the amount 
hereby insured bears to the actual cash 
value of said buildings, and for no 
greater proportion of any loss on con- 
tents than the amount hereby insured 
bears to 90% of the actual cash value 
of said contents at the time when such 
loss shail happen, nor for more than 
the proportion which this policy bears 
to the total contributing insurance 
thereon”; the policy also containing the 
usual form of average distribution 
clause providing that the insurance 
shall attach on each building with its 
contents in proportion as the value of 
each building and its contents bears to 
the value of all, 

The co-insurance clause might appear, 
without careful analysis, to give the 
full protection expected of a regular 
co-insurance clause, but its value is 
practically destroyed by its reference to 
buildings and contents separately in- 
stead of collectively. 

Say, for example, 


TaTaRIE: TN at ie ieee dma dae $20,000.00 
NE EIEN. ca in ou Silas eo-die eames con 10,000.00 
$30,000.00 

Insurance (building and contents 
SEN: awe cbdodn site bausbedubeaae bel 15,000.00 
COOP RIT n.voouncaviecnevucecasaecees 8,000.00 
ID 66 oi abs ei eduis coie Ghiana 4,000.00 


Applying coinsurance clause of the 

form above described; Company pays 

on building 15000/20000 of $8,000...... 6,000 00 
Company pays on contents (entire loss) 4,000.00 
MONE - siticasatiaiaeenbeeteriathisasmeesed $10,000.00 
J a clause applying jointly to 
building and contents (as ver amend- 

ed form described below), the com 

pany would pay 15000/29000 of $12, 
Ree LE: cuveeteves Gee mkevewiveliansicusent $ 6,206.90 


Hs 


ENONEE cisbcciuditeareesscasess $ 3,793.10 


The clause was amended to provide, 
that the companies shall be liable for 
no greater proportion of any loss on 
buildings and contents than the amount 
hereby insured bears to the actual cash 
value of buildings plus 90% of the 
actual cash value of contents thereof 
at time of loss, nor for more than the 
proportion, which this policy bears to 
the total contributing insurance there- 
on, thereby eliminating the objection- 
able features of the clause? 
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HENRY J. HOUGE, J. H. YREELAND JAMES H. BREWSTER, Mer. 
Assistant Secretaries Hartford, Conn. 
A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 








Authorized Capital $500,000 


Brirnit National Hire 
Iusurance On. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 
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MARINE DEPARTMENT 














I mperative That Steps Be Taken by American 
Marine Underwriters to Formulate Plans For Im- 
proving Marine and War Risk Insurance Rates 


Inasmuch as six months of marine 
and war risk underwriting for the year 
1918 have elapsed, it now can be safely 
stated, in view of the exceedingly heavy 
marine and war losses incurred in the 
first six months of underwriting, that 
marine and war risk underwriters’ ac- 
counts for the year 1918 will not make 
a very good showing, and in fact, most 
of the accounts will show a material 
loss. 

It can safely be said that rates which 
are being charged by marine under- 
writers for cargo insurance have been 
too low ever since the war broke out, 
but on account of the fact that high 
rates were charged for war risk insur- 
ance, th2 deficiency in marine rates 
charged was more than made up by 
the profitable out-turn of the war busi- 
ness, charged on marine shipments, 
and when both accounts were balanced 
out, there remained a fair margin of 
profit for the underwriters. But for 
the past six months, war rates have so 
rapidly declined that the war risk un- 
derwriting account for the year 1918 
does not show a profit. 

Transatlantic war rates have reached 
such a low basis that if the war under- 
writer is called upon to pay more than 
one war loss a month Transatlantic, 
his underwriting account will show a 
loss. 

After the first submarines were re- 
ported off the coast, war rates for coast- 
wise and offshore voyages were ad- 
vanced to a basis where an underwriter 
could possibly make a profit, unless he 
ran into a serious number of unfortu- 
nate losses, but just as soon as a week 
had elapsed and no sinkings were re- 
ported, war rates began to fall away, 
and as they were reaching a basis be- 
low what they ought to be, more sub- 
marines were reported off the coast, 
and sinkings began again. 

Inasmuch as our enemy has started 
on a campaign of sending submarines 
to our waters, war risk underwriters 
can look forward to hearing of the ap- 
pearance of the same in our waters 
from time to time. In the future, there 
is absolutely no justification for reduc- 
ing war rates on coastwise and off- 
shore voyages. 


Hull Business 


It is a well known fact that on ac- 
count of the increased cost of repairs, 
lack of docking facilities, etc., the hull 
business has been written at a loss the 
past four years, and that unless steps 
are taken to materially raise valuations 
on American hulls and increase the 
rates, there will be very few American 
companies left to write this class of 
business, inasmuch as a number of 
companies have already reduced their 
lines and some are seriously consider- 
ing withdrawing from the same entire- 
ly. This movement might be termed 
unpatriotic; instead of withdrawing, 
steps should be taken by American 
underwriters to formulate rules and 


associations to control the cost of re- 
pairs, and raise rates to a proper basis, 
as it is absolutely essential that a 
larger American market should be 
developed for the insurance of Ameri- 
can hulls, as no one can tell how long 
it will take to end the outrages per- 
petrated by our enemies, but from con- 
servative points of view, it appears 
that it may be necessary for us to con- 
tinue this war for at least a year 
longer, until our enemy is conquered 
and peace is made upon terms suitable 
to ourselves and our Allies. By that 
time, the American maritime fleet, at 
the ratio which our Government is now 
building, will be second to none, and 
for the protection and the continuance 
of this fleet upon the high seas, it is 
necessary that they have American 
companies behind them to insure the 
private capital which will have to be 
invested in them. 

There is no doubt that foreign under- 
writers are losing money on hulls of 
the fleets which they insure, but for 
some unknown reason they seem to be 
writing marine insurance on the hulls 
of American fleets at a cheaper rate 
than they are writing similar type of 
vessels owned by their own citizens. 
It may be that they are looking more 
to the future than to the present, and 
we must guard against the contingency 
of American companies being eliminated 
from this class of insurance by foreign 

(Continued on page 16) 





FOR 65 YEARS— 


THE CONTINENTAL has built its name to 
stand for all that is best in fire insurance. 


FAIR DEALING has won it a leading place 
among agents and the insuring public. 
° CONSTRUCTIVE management has assured its 


growth in the past and assures a continuation of 
progress in the future. 


FINANCIAL strength insures stability and 
guards against any conflagration danger. 
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THE CONTINENTAL 
INSURANCE COMPANY 


Cash Capital - - TEN MILLION DOLLARS 
HENRY EVANS, President 


Home Office 
80 MAIDEN LANE 
NEW YORK 


CONTINENTAL 





Managing Branch Offices: 
CHICAGO, MONTREAL 
SAN FRANCISCO 


COMMANDS CONFIDENCE 























Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CBAS. &. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











HOME OFFICE 
SCRANTON, PA. 





JAMES J. BOLAND COMPANY, Inc. 


GENERAL AGENTS 


68 WILLIAM STREET 


— NEW YORK CITY, N. Y. 


NEW YORK NATIONAL INS. CO. 
THE COLUMBIAN NATIONAL FIRE INS. CO. MONTANA FIRE INS. CO. 




















F. H. HAWLEY, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy. 


¢ Ohio’s Oldest and Strongest Company 


“Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 




















JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


Head Offices: 


411-13 Walnut Street, PHILADELPHIA, PA. 


We can offer to Agents and Brokers special facilities on surplus lines 


throughout the United States and Canada. 
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Phoenix Chairman 
Gives Marine Report 


PRESENTS COM PANY’S FIGURES 





Pessimistic About After-War Com- 
petition—Says There is Not Room 
for All New Companies 


The annual report of the chairman 
of the board of directors of the Phoenix 
Assurance, which arrived this week 
from London, contains the following on 


marine conditions: 

“In the marine field, a phenomenal 
growth is shown in the premium in- 
come of the chief companies. Our own 
revenue from this source has risen 
from £1,300,000 to £2,400,000. Before the 
war a marine income of one million 
sterling was practically unknown in 
this country in the case of any individ- 
ual company. Several companies have 
now exceeded this total, and a few, in- 
cluding the Phoenix, have passed the 
two million standard, The writing of 
war risks was not only necessary for 
the protection of our business, but has 
been of immense service to the com- 
mercial community and has enabled 
the trade of this cou t’y to be carried 
on without undue disturbance. The 
larger portion of the increase of our 
premium income was therefore the 
natural outcome of the necessities of 
the abnormal situation. This additional 
business must be regarded as a neces 
sary temporary inflation, but even 
while the war lasts there will probabiy 
be a falling off in our premium receipts 
due to the more’ successful counter- 
action of the submarine peril. In th» 
ordinary marine business the premium 
income is also considerably increased, 
partly owing to the great rise in the 
value of ships and cargoes, but also to 
the fact that in many instances the 
rates of premium have of necessity 
been raised to meet the serious ex- 
tension of marine perils, abnorma! in 
character or extent, arising from the 
necessity of navigating without lights 
and deviating from the regular course, 
as well as to provide for the increased 
cost of repairs of ships, which is in 
many cases three or four times what 
it was before the war. 

After-tthe-War Competition 

“The companies as a whole’ have 
done exceptionally well, and our own 
best 


profit of £185,000 is one of the 
results, As to the future, a multitude 
of new companies has lately been 


established to participate in the com- 
mon prosperity, and there may be room 
for many if not all of them while the 
huge account, both of war risks and 
ordinary marine risks, based upon un- 
precedented values of cargoes and 
shipping, continues to be written. But 
after the war the situation will become 
much more difficult. The business of 
many companies will shrink by at least 
one-half, and the competition for what 
remains will be carried on with great 
intensity by an unnecessarily large 
number of competitors. Our’ experts 
are, however, well aware of the troub- 
les ahead, and we have confidence 
that the skill and judgment which Mr. 
Sandeman Allen and his lieutenants 
have shown in surmounting the diffi- 
culties of the past will be successfully 
applied to the solution of the new set 
of difficulties which will arise after 
the termination of the war.” 


NEW BRITISH MARINE COs. 


Under date of July 1, the following 
are given as the new marine insurance 
companies which have been licensed 
in England during the month previous: 

Trans-Atlantic Insurance Co., capital 
£100,000; Eastern Company of Trans- 
port & Insurance, Ltd., capital £100,000; 
Great Britain Insurance Corporation, 
Ltd., capital £100,000; Guarantee Ma- 
rine, Ltd., capital £50,000: Debenture 
Marine Insurance Co., Ltd., capital 
£500,000. 


NEW ENGLISH RULINGS 





Authorities Prohibit Changing Names 
of Vessels, Arguing War Time 
Emergency 





“The Policy,” an English paper, ar- 
Tuesday, contains the 
following account of the new British 
Government rulings regarding the 
names of ships taken over from enemy 
countries: 

“Underwriters will certainly have no 
reason to complain of the decision 
recently taken by the authorities to 
prohibit. changing the names of vessels. 


riving here on 


This is merely a  war-emergency 
measure. taken on account of the 
serious inconvenience which name- 


changes entail to Government Depart- 
ments. 

“In view of the constant change of 
ownership in these days, and the fre- 
quent consequent change in the names 


of purchased vessels, this decision 
will not be unwelcome with those to 
whom it is important to know the 


nature of any particular ship. 

“Theoretically, of course, an under- 
writer has the history of all vessels at 
his elbow; but in practice it is often 
a matter of memory, and when well- 
known vessels are camouflaged with 
new names, there is a necessary turn- 
Ing up of records which might other- 
vise be dispensed with. 

“A further restriction under the new 


rule makes it impossible to use, for 
anew vessel, any name which is 
already on the register, or has been 
on the register during the previous 
twelve months. This, again is good 
news, One remembers the difficulties 


which have frequently arisen owing to 
the fact that several vessels have 
borne the same name. One occasion, 
particularly, comes to mind, when three 
steamers of similar name were all at 
sea on the same voyage. Imagine the 
heart-burnings which the receipt of 
some cryptic message of disaster must 
cause in such circumstances!” 


CONTRIBUTE TO RED CROSS 





Utica Agents Pay Premiums on Medi- 
cal Property Stored In 
Local Armory 





Utica fire insurance agents have 
made a unique contribution to the Red 
Cross by issuing policies covering 
property stored for it in the armory at 
Utica, The agents contributing in this 
manner and the amounts are as fol- 
lows: Thompson, Richards & Brady, 
$500; O. M. Wholahan, $1,500; N. 
Crouse, $1,000; Egbert Bagg & Co., 
$1,000. 





SURPLUS 


MARINE MANAGERS 


AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
CASH CAPITAL AND SURPLUS $1,000,000 
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Marine and War Risk Insurance 
Losses made PAYABLE in all parts of the world 


C. RR. EBERT & CO., Inc. 


48 BEAVER STREET, NEW YORK 


$793,852.75 
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erty of all descriptions. 


We would be pleased to receive applications from agents and bro- 
kers having this class of business to place. 


FIRE, MARINE & WAR RISK INSURANCE 


Losses made payable in all parts of the World 


INC enone A 
56 Beaver Street New York 


In addition to our regular marine and war risk business, we now 
have a department for writing FIRE insurance only on vessel prop- 














| CABLE ADDRESS: MACOMB, N. Y. 
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GOLDMAN WITH OSBORN & CO. 

Sidney Goldman, formerly connected 
with the Exporters’ Encyclopaedia Co., 
has become associated with the New 
York office of Osborn & Co., in the 
marine department. 


Improvement Must Be Made 
In Marine Insurance Rates 
(Continued from page 15) 


competitors, so that when peace is de- 
clared there will be no American com- 
petition for American hulls and that 
our foreign competitors will be able 
to penalize American hulls and charge 
them a higher rate in order to make 
up for losses of the past four years 
which have been incurred by the for- 
eign underwriters, and in turn make 
a preferential rate for foreign built 
vessels, so that when the period of 
competition sets in for overseas trade, 
that this large and glorious fleet of 
American owned hulls will not be handi- 
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New York, Amsterdam and Copenhagen 
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capped by an expensive ratio for oper- 
ating charges. 


Cannot Recoup Losses 


As there only remains two more 
months of what might be termed sum- 
mer navigation, in view of the record 
for both marine and war losses for the 
past six months, there is hardly any 
likelihood for marine underwriters to 
recoup losses which they have sus- 
tained in the past six months, unless 
radical changes are made in fixing rates 
for marine risks. 


For the past two years, there were 
very few offices naming marine rates 
It seems to be the policy of the larger 
as well as the smaller marine brokers 
to tell the underwriters what rates for 
both marine and war risk their clients 
will pay, and unless the underwriter 
to whom the risk is submitted is will- 
ing to write at the rates offered by the 
brokers and/or assureds, he is usually 
passed up, as there is such a large 
market who seem to be more desirous 
for premium income than for a loss 
ratio record, and it will take about six 
months more of the present kind of 
underwriting to demonstrate that ma- 
rine and war risk can only be written 
on a basis of sound business logic, as 
years. of underwriting experience for 
writing marine insurance on similar 
classes of business, has taught the 
underwriter who is fortunate enough 
to have that experience. Unless some 
radical steps are taken to eliminate 
the recent method of underwriting for 
this class of business in the near fu- 
ture, this large market will disappear 
and the brokers and assureds will be 
penalized very severely by the few 
companies who have pursued a con- 
servative course during the recent com- 
petition, and they will, so as to say, 
kill the goose that laid the golden egg, 
and their market .will be narrower and 
their customers will pay dearly for the 
cheap insurance which they have en- 
joyed in the past three or four years. 

OBSERVER. 
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Machine Employee 
Ratio Discarded 


COMPENS ATION TARIFF CHANGES 


Credit for First and Second Floor 
Occupancy Among Sections 
Eliminated 


In addition ‘to ‘the fundamenta¥ 
changes in the application of schedule 
rating for compensation risks, an- 
nounced in The Eastern Underwriter, 
there are a number of alterations in 
the various items of the Schedule. 

The most drastic change was the 
elimination of the machine employee 
ratio item, This section applied charges 
and credits respectively where’ the 
ratio of machines to employees was 
greater or less than the average for 
the classification. It was found that, in 
many cases, the charges and credits 
under this item were unfair, for it 
considered equally those machines, 
which were little used and those which 
were continually used. Furthermore, 
an increase in the number’ of em- 
ployees, which obviously increased the 
exposure to machine hazards, resulted 
in a reduction of the charge or an in- 
crease in the credit, since the increase 
in the number of employees without an 
increase in the number of machines 
decreased the plant ratio. The item 
also failed to take into consideration 
the number of people actually work- 
ing on machines, nor did it measure 
the hazard in industries where the 
machine hazard is large, because such 
industries often have a ratio in excess 
of 100 and the table arbitrarily disre- 
garded any ratio in excess of that 
figure. 

The pressure apparatus section was 
eliminated, because of the great dif- 
ficulty in erecting standards’ to fit 
average conditions, the great amount 
of time required to secure information 
and report conditions, and the relative 
unimportance of the hazard of these 
secondary vessels. 

Fireproof Construction 

The credit for first and second floor 
occupancy of fireproof structures, and 
charges for occupancy above the fourth 
floor were eliminated. This was done, 
because the charge for occupancy 
above the fourth floor was partially a 
catastrophe hazard owing to the pos- 
sibility of disastrous fires; this hazard 
was then provided for under fire 
hazard by having proper exit require- 
ments. The credit for first floor oc- 
cupancy was retained (with the provi- 
sion that it should not apply in clas- 
sifications where a one story condi- 
tion was inherent because of the nature 
of the operations.) This was felt proper 
because such occupancy - practically 
removes all “structural” hazards ‘such 
as those due to floor openings, stairs, 
elevators and hoistways in addition to 
removing the fire hazard. 

The charge for lack of fire fighting 
appliances was eliminated on the 
ground that these charges are infre- 
quently made and most state laws en- 
force proper regulation in this respect. 

Under elevators the speed governor 
credit was eliminated, because there 
are many different types of these de- 
vices, some of which are not efficient, 
and it is difficult to differentiate he- 
tween them; furthermore, it has been 
shown, that their presence is an 
average condition, and therefore not a 
superior one. For this latter reason, 
the items coneerning cable locking 
devices, protection on top of the car 
and under the over head sheaves, were 
changed from credits to charges, 

The credit where boilers are in- 
spected by some approved agency was 





CASUALTY AND SURETY NEWS 


replaced by a charge for lack of such 
inspections. The lack of approved in- 
ternal inspections of such dangerous 
vessels was considered of such great 
importance that it was decided that 
risks with uninspected boilers should 
be properly subjected to a penalty. 
Under power transmission an ad- 
ditional item, allowing credit for 
machines driven in groups of more 


than ten or groups controlled by 
engine stop stations, was _ provided, 
and a credit per machine, equal to 


one-tenth of that given for individually 
driven machines, was allowed. This 
credit was provided, because such 
control is superior to the condition 
where there is no means of stopping 
a number of machines at once. 


Measured By Results 


The safety organization item, which 
has previously been divided into five 
classes, was simplified by dividing it 
into three classes. This allows em- 
ployers to comply with the standards 
more easily and effectively, and makes 
it easier for them to bring any or- 
ganization they may have into confor- 
mity with the standards. In addition 
to this change, the method of giving 
credit was revised as previously noted. 
The accident loss cost test, was added 
to the item, for the reason that safety 
organizations are installed for the 
purpose of controlling or reducing the 
number of accidents, and unless the 
work is efficient and results favorably, 
no credit should be allowed. It was, 
therefore, deemed fair and proper to 
measure the value of the organization 
by the results produced. 

The item providing for medical at- 
tention to employees was changed so 
that instead of the 2% credit for a 
dispensary and nurse, a 8% credit is 
allowed. This was done for the reason 
that it was generally recognized that 
prompt first aid treatment, skillfully 
administered, materially reduces com- 
pensation cost. In further recognition 
of the value of medical treatment, an 
item was provided, allowing a credit 
of 5% where there is an emergency 
hospital with a qualified nurse con- 
stantly in attendance, supplemented by 
regular semi-weekly visits of a licensed 
physician. 

While the foregoing describes the 
changes in the schedule, the descrip- 
tion would be incomplete without a 
statement as to the slight change made 
in the rules governing its application. 
Formerly the only qualification for 
schedule rating was a premium re- 
quirement of fifty dollars. This has 
been retained, but there is an ad- 
ditional requirement that the annual 
payroll must be at least $5,000. The 
reason for the change was that very 
often small, high rated plants would 
qualify under the premium _ require- 
ment, even though the plants did not 
readily lend themselves to schedule 
rating, with the further disadvantage 
that they were frequently located in 
almost inaccessible places, so that the 
expense incurred in making the in- 
spection, would almost equal the 
premium for the risk. 
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W. F. MURPHY & CO,, Inc. 


RESIDENT MANAGERS 


Chicago Bonding & Insurance Company 
NORTHERN NEW JERSEY 
Union Trust Co. Bldg., JERSEY CITY 


Telephone Montgomery 3283 





Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Policy. Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. | 


Freight Bond 
Interpreted 


GIVEN ONLY IN CERTAIN CASES 





Fewer Contracts May Be Written 
Than Was at First 
Supposed 


Company advices to brokers regard- 
ing railroad freight bonds differ some- 
what, showing that there is still some 
doubt in the minds of underwriters as 


to just what the railroad administra- 
tion’s order regarding these bonds really 
means. Surety office men are becoming 
more and more of the opinion that the 
amount of this business will not reach 
anything like that at first thought like- 
ly. The following interpretation of the 
order has been received from Washing- 
ton: 
Observing Cash Rule 

As to the matter of bonds to be required in 
connection with the extension of credit for 
transportation charges, as prescribed in para 
graph 2 of General Order No. 25: 

It should be carefully noted that the giving 
of a bond will only be permitted or required 
in certain cases. It is not open to the shipper 
or consignee to obtain credit by the mere 
giving of a bond; the cash rule, as explained 
in P. S. & A. Circular No. 9, must be ob- 
served unless the circumstances of each case 
are such that this cannot properly be done. Al! 
bonds given for credit accommodations shall 
be taken in the name of W. G. McAdoo, Di 
rector General of Railroads, .............. (Name 
of Railroad). 

Bonds covering the extension of credit will 
be of two classes, i.e. 

(1) To cover patrons. transacting business at 
one or more points with one carrier: In such 
cases, applications for credit accommodations 
shall be filed with an agent of the carrier 
from which the credit is desired. Such ap 
plications shall show the station or stations 
at which the accommodation is desired and 
the maximum amount of credit applying to 
each station; such applications shall be trans 
mitted to the treasurer having jurisdiction by 
such agent with his recommendations If, in 
the judgment of the treasurer, credit should 
be granted, he shall prepare a bond to cover 
the maximym credit desired and proceed to 
have it executed. When executed, he shall 
authorize the agent or agents at the stations 
at which the accommodation is desired to ex 
tend credit to the extent of the amount ap 
plicable to each station. Treasurers shall be 
the custodians of such bonds. 


Dealing With Two Carriers 


(2) To cover patrons transacting business at 
ane point with two or more carriers: In such 
cases applications for credit may be filed with 
an agent of either of such carriers. Such ap 
plications shall state the carriers from which 
the credit is desired and the maximum amount 
of credit applicable to each carrier. Ipon re 
ceipt of such applications by an individual 
agent, he shall proceed to obtain the joint 
recommendations of the agent of each carrier 
interested, after which the application with 
such recommendations shall be transmitted to 
the treasurer of the carrier with which the 
application was originally filed. Such treas 
urer shall thereupon act as provided in para 
graph (1) hereof, and if the accommodation be 
granted or declined, he shall immedia‘ely no 
tify the treasurer of each interested carrier of 
such action. If the accommodation be granted. 
treasurers of each individual carrier interested 
shall, upon receipt of notice thereof, author 
ize their respective agents to extend the credit 

(3) Failure to pay for transportation service 
within the prescribed credit period shall, 15 


Something New 
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prescribed in General Order No. 25, auto- 
matically cancel the accommodation. Advice 
of such failure shall be promptly given by 
the agent with which the default occurs to the 
treasurer of the carrier he represents. If the 
bond covering such accommodation be in favor 
of two or more carriers, the treasurers of all 
such carriers shall be immediately advised of 
the default by the treasurer first receiving the 
information. 

(4) In the event of default in payment of 
transportation charges within the credit period. 
and unless settlement is promptly made there 
after, the treasurer having jurisdiction shall! 
take immediate steps to realize upon the bond 
applicable. 

Reviewed Each Year 

(5) Dhe treasurer of each carrier shall. as 
often as once each year, review each credit 
authority and the bond in connection there 
with in order to determine whether or nov 
the conditions under which the authority was 
granted still exists and that the financial 
standing of the principals and sureties has 
not been impaired. 

(6) Bonds given to cover credit accommoda 
tions shall not include liability for the de 
livery of freights consigned to order notified 
prior to surrender of original bills of lading: 
bonds for each bill of lading transaction must 
ve given as provided for in paragraph (5) of 
General Order No, 25. 

(7) Premiums on oll bonds taken under the 
provisions of General Order No. 25, and all 
expenses incident thereto, shall be borne by 
the applicant to whom the accommodation is 
granted. 

(8) It is realized that the instructions con- 
tained in this circular do not cover the many 
contingencies that may arise in connection 
with these credit matters, and agents anJ 
treasurers are therefore expected and are here 
hy directed to take whatever steps in their 
judgment may be necessary to properly and 
adequately protect the interests of the Di 
rector General and to prevent money losses 


POLICY FOR WOMEN 


Disability Contract Providing $2,000 and 
$10 a Week, Sells For $25 a 
Year 


Another new disability policy for wo 
men has made its appearance; this one 
coming from the Globe Indemnity. It 
covers all accidental injuries and all 
diseases common to both sexes. 

Briefly the terms of the policy are: 

Loss of Time—Disability, Due to Injuries: 
$10 a week for total disability for life: $20 if 
total disability is caused by travel accidents. 
etce.: $5 for partial disability, limited to 26 
weeks; $10 if partial disability is caused by 
travel accidents, etc. 

Due to’ Disease or Illness: $10 a week for 
total disability if confined to the house; $5 for 
total disability if not confined to the house 
Limit 52 weeks. 

Principal Sum $2,000 

Loss of life, limb, or sight, due to injuries 
(In addition to weekly indemnity) for loss 
occurring within 200 weeks from date of ac 
cident providing disability has been immed 
iate, total and continuous: otherwise for loss 
vccurring within 90 days Pri neipal sum $2,000, 
increasing 10 per cent when premium is paid 
annually; 5 per cent. if paid otherwise, and 
doubling for travel accidents, 

Loss of Sight or Limb by Disease: $1,000 
for permanent total disability due to irrecov 
erable loss of sight of both eves, or permanent 
loss of use of both hands, both feet, or one 
hand and one foot, from paralysis due to 
disease. 

Premium Rates 

The double indemnity clause covers while a 
passenger in or on a public conveyance pro 

ded hy a common carrier for passenger serv 
ice (including the platform, steps or running 
hoard thereof); passenger in a passenger ele 
vator; burning of a building or ipse of 
outer walls thereof while ther lightning: 
cyclone or tornado: explosion of steam boiler 

Optional indemnities are provided and med 
ical or surgical treatment of minor injuries 


is provided up to $10. Identification is 
furnished ayeee 

Freezing, hydrophobia, asphyxiation, som- 
nambulism, drowning, choking in swallowing, 
assaults and blood | ing are covered as 
accidents. 

Annual premiums,. select and preferred 


classes: Ages 18 to 51, incl., $25: 51 to 55, 
¢ 50; 56 to 6), $35.00 


NOT SUBJECT TO TAX 
Payments under accident insurance 
policies, or amounts received as the 
result of a suit or compromise for per- 
sonal injuries are not subject to income 
tax, according to a ruling of the in- 
ternal revenue bureau. 
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Labor Takes Swat At 
German Insurance 


CALLS IT “BRIBE AND SHAM” 


Shoddy Thing Which Can No Longer 
Be Imposed Upon the 
World 

Many unkind things are said about 
the social insurance system of Germany 
in a recent issue of “The News Letter” 
of the American Federation of Labor. It 
is characterized as a sham and an in- 
stitution which does not prevent pen- 
sioners from becoming a charge, upon 
the poor law. The News Letter says: 

“Many shams are being swept away 
by the great war. One of these is the 
long maintained pretense of Germany’s 
unexcelled social progress. It was a 
sham elevated to a fetich, Examined, it 
turns out to be a poor shoddy thing 
which can no longer be imposed upon 
the world. Pensions paid in Germany 
during 1914 averaged per person: in- 
validity, $47.79; sickness, $49.38; old 
age, $39.98; widows and widowers, $18.- 
77; widows’ sickness, $18.98, and or- 
phans, $18.59. The largest pension given 
did not amount to $1 a week. The dis- 
abled had to get along in 1914 on a 
pension of about 91 cents a week, and 
less in previous years. The sick invalid 
in 1914 had to subsist on a pension of 
95 cents a week, and the old age pen- 
sioners received less than 77 cents a 
week. Widows and widowers, sick 
widows, and orphans each received the 
munificient pension of between 36 and 
38 cents a week. How they performed 
the miracle of existing on these sums 
no German official report explains. 

“It is a fact of the greatest signifi- 
cance that of the persons becoming en- 
titled to invalidity pensions nearly half 
were already in receipt of poor pen- 
sions and most of them retained this 
poor-law allowance, generally at a higher 
figure. The same was true of the old- 
age pension. 

“Here we have the true inklings of 
the operations of Germany's wonderful 
workingman’s insurance laws. Most pal- 
pably they are the rankest counterfeit. 
Yet, ignoring both their essentials and 
their effects, it is claimed that these 
laws prove Germany to be ‘a democrat- 
ically-minded country.’ The doling out 
of miserable pittances passing under 
the high-flown term of pensions, of from 
36 to 95 cents a week, is transformed 
into ‘a juster distribution of wealth’ and 
‘a more generous distribution of the 
gains of civilization.’ 

“Generosity” of Germany 

“Extraordinary, indeed, have been this 
‘generosity’ and these ‘gains’ in Ger- 
many, where a large proportion of those 
receiving these insurance pensions have 
already been on the official pauper list 
and have remained there. If the number 
thus getting double government alms in 
Berlin—about one-fifth to one-sixth 
has been applied to the whole German 
Empire, then, self-evidently, there has 
been an enormous number of pension- 
ers who, at the same time, have had 
to draw poor relief alms. 

“What a cheap bribe! For thirty 
years the German people were taught 
to look upon their government as the 
‘most benevolent on earth,’ and a few 
paltry coins tossed to them convinced 
them that was actually the fact.” 


MORE GLASS ADVANCES 


Increases Affect Fifteen States and 
Rates Have Also Been Raised 
in Several Cities 


Advances in plate glass rates con- 
tinue, the latest additions to the list 
affecting fifteen States. Practically all 
the advances result from the increase 
in the cost of glass. A few apply to 
cities and are owing to the special 
hazards found there. The list follows: 

Colorado, 30 per cent.; District of 
Columbia, 15 per cent.; Indiana, 33 1/3 
per cent. for the state at large and 25 
per cent. in Lake County; Iowa, 50 per 
cent; Kentucky, 25 per cent.; Louisiana 
33 1/3 per cent.; Mississippi, 33 1/3 per 
cent.; Missouri, 18 1/3 per cent. for the 
State and St. Louis 25 per cent.; Kan- 
sas City 35 per cent.; Ohio, from 20 to 
25 per cent.; Oklahoma 25 per cent.; 
Utah, 25 per cent. in most parts of the 
State; Wisconsin 33 1/3 per cent.; 
Wyoming, an average of 20 per cent.; 
Maine 25 per cent.; city of Portland, 
Maine, 50 per cent.; Delaware 25 per 
cent. 


DRAFTING CANCELLATION CLAUSE 
Three Proposals Before Committee 
Framing Suggested Uniform 
Standard Contract 





The committee on proposed uniform 
standard compensation policy form is 
getting the consensus of its members 


on what shall be done regarding the 
cancellation clause (Item No. 6), to 
meet the desires of the brokers, who 


object to the present form. The ques- 
tion is whether to leave it as it is, re- 
quiring the assured to make warranty 
that no similar insurance has been 
cancelled by any other company in the 
past three years except as stated; to 
substitute one year in place of three 
years; or, this: “Does this insurance 
take the place of any insurance in 
any other company, which insurance 
has been cancelled or ordered can- 
celled?” 

It is expected that all 
the committee will be 
within a few days. 


members of 
heard from 





PENNSYLVANIA MEN AROUSED 


Large meetings of the Insurance 
Federation of Pennsylvania were held 
at Beaver Falls and New Castle July 
17 and 18 respectively. The Beaver 
County agents subscribed $500 a year 
for two years towards the maintenance 


fund of the state organization. The 
Lawrence County agents at the New 
Castle meeting subscribed $400 upon 


the same basis. The prospect of fur- 
ther encroachments into the insurance 
field by the national government, the 
certainty of a great deal of radical 
legislation at the next legislative ses- 
sion at Harrisburg and the activities 
of various socialistic organizations, such 
as the National Non-Partisan League 
and the American Association for Labor 
Legislation, are some of the factors 
which have greatly increased the in- 
terest of the insurance fraternity of 
Pennsylvania in the building up of an 
offensive and defensive organization. 
Meetings are being held in the western 
part of the state this week. 
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Using Payroll Basis 

One of the complaints heard in auto- 
mobile circles is that a company op- 
erating in New York is insuring com- 
mercial fleets on a payroll basis. This 
method puts the business on a teams 
liability basis. The operation is some- 
thing like this: An assured has fifteen 
trucks. The insurance company assumes 
that three of those will for one reason 
or another be out of use the year 
through. So the company takes the 
risk on the payroll basis of twelve 
chauffeurs. Then the rate of wages is 
averaged at, say, $1,000 a man and at 
the end of the year, if it is found that 
the assured has actually spent for 
chauffeurs $10,000 instead of $12,000 as 
set down in the original estimate, the 
insurance carrier makes a refund on 
that basis, which would result in the 
risk being treated as one of ten chauf- 
feurs. Selling automobile liability in- 
surance on these terms is contrary to 
the rulings of the Bureau. 

+ * ” 


Not Much Progress Made 

Compulsory health insurance did not 
make much progress in 1917. Bills 
were introduced in fourteen States, the 
legislatures of five of which were in 
session. Four of those had compul- 
scry health bills before them. In Mas- 
sachusetts, the Interim Commission re- 
ported unfavorably. In New Jersey, a 
bill to appoint a commission was fa- 
vorably considered. In Maryland, a 
bill to appoint a commission did not 
pass. In New York, for the third 
time, a compulsory health bill was in- 
troduced but did not pass. The Am- 
erican Association for Labor Legisla- 
tion apparently distributed rose color- 
ed glasses to labor leaders in New 
York. Whereas they violently opposed 
the measure for three years, they 
championed the new bill, and cam- 
paigned hard for its passage even 
though it provides 20 per cent. more 
cost for the wage earner than did the 


former bills. 
+” * * 
Enlisted for the Tanks 
After looking up the rate of mor- 
tality in the tank service and finding 


that it is about seventy-five per cent., 
Kk. J. Sabater decided that there is 
where he wishes to be. Mr. Sabater is 
in the employ of the American Surety 
in New York; a married man and be- 
yond the draft age limit. He is eager 
to get in the fight; that’s why he chose 
the tanks. Mr. Sabater’s wife is now 
in France serving as a Red (Cross 
nurse and his two brothers are in the 
service, so that his family holds a re- 
markable record for war efficiency. 
Personally Mr. Sabater is one of those 
quiet, unassuming persons, whom one 
would never suspect of being so eager 
for a scrap. 
* t +e 

Against Social Insurance 
officers and members of many 
benefit societies see in the 
monopolistic insurance 
for an adequate 
and in stores 


The 
fraternal 
compulsory 
scheme a_ substitute 
wage scale in factories 





FARRISH’S CHOP HOUSE 


Cor. John & William Streets 
THE PLACE in the Insurance District 
to eat lobsters 
NOW IN SEASON 


Whole cold lobster 65c. 
Whole broiled lobster 75c. 











employing women and children. They 
can well picture the indignation of the 
average American working girl if a 
state insurance monopoly should for- 
cibly remove a portion of the already 
meager contents of her pay envelope. 
* + _ 
Looking Seaward 
Between forty and fifty members of 
the Casualty Underwriters’ Association 
of Northern New Jersey, will attend 
the annual sun bath and ducking of 
that organization, at Atlantic High- 
lands, August 6. Headquarters will be 
at the Seaview Hotel. William C. 
Mulvey, Louis Faulhaber and William 
Berry are in charge of the arrange- 
ments. 
* ” + 
Mutual Won Out 
Illustrative of how keenly the com- 
pensation mutuals are seeking busi- 
ness: an airplane plant in New Jersey 
carrying a very large premium, has 
been held by the stock companies for 
some time. Then a mutual came along 
and offered to instal a hospital with- 
in the plant. This was an important 
consideration in diverting the business 
to the mutual, 
. * 
Expanding Group Branch 
H. A. Luther, United States manager 
for the group department of the North 
American Accident has had to get more 
room and has moved the group head- 
quarters to the third floor of the build- 
ing he is in on Liberty Street, New 
York. The monthly payment depart- 
ment remains on the ground floor, with 
Auditor Monroe Goldman in charge. 
* a * 
Bernhard Joins Navy 
William Bernhard, superintendent of 
the accident department of the Gen- 
eral Accident at 100 William Street, 
New York, has resigned to join the 
navy. The underwriting in his depart- 
ment will be handled by E. Graff and 
the claims by F. E. Dilson of the burg- 
lary department. 
o s o 
Joseph Rizzolo Dead 


Joseph Rizzolo, of Syracuse, superin- 
tendent of the claim department in 
that territory for the Employers Liabil- 
ity, died suddenly July 10 following an 
acute attack of indigestion. He was 35 
years old. 

* * * 
New Jersey Rating 

Several meetings have been held in 
Newark this week relative to experi- 
ence compensation rating. It is ex- 
pected that by the end of the week 
the matters under discussion will be 
settled. The rating plan has been modi- 
fied for use in New Jersey and will 
be applied as of June 30. The schedule 
of benefits has been split up differently 
from that in general use and will be 
divided as follows: Death; permanent 
total; major dismemberment and all 
other. 
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The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 
ANNUAL STATEMENT DECEMBER 331, 1917 













DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 








ME di KguS ouwarndedbuadtbadeeeeess.  dscosccsencin cede cecccasauad $15,077.330.62 
Liabiliticg seen III ae 10,785, 343.53 Burglary and Plate Glass INSURANCE 
Eames ould  Senaher 8 0.02 Ae ee var ee oe ee 


This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health, and Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 
nsurance, Liability Insurance—Employers, Public, Teams (Personal Injury and Prop- 
Sielene Desi Ansvaavente oe ee Aaiery. Property Damage and Collision), Phy- 
sicians, ists, Owners an andlor l . i 

Boller lncusetess Fis Wind. tee s, Elevator, Workmen’s Compensation, Steam 


Massachusetts Bonding and Insurance Company 
BOSTON T. J. FALVEY, President 
Paid-In Capital $1,500,000 Write For Territory 
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CASUALTY AND SURETY POINTERS 





Advising its agents that 
conditions in the plate 
glass field demand more 
than ordinary care the 
Chicago Bonding & In- 
surance says: 

“The plate glass insurance situation 
is becoming very serious, from a com- 
pany standpoint, and if we are to con- 
tinue writing it, it will be necessary 
that all of our agents extend their ut- 
most in the way of co-operation towards 
keeping down losses. 

“Heretofore some agents have been 
rather careless in the matter of sur- 
veys, generally accepting the broker’s 
figures and taking a look at the glass 
some time later when they happened 
to be in the neighborhood. Hereafter 
every plate glass risk submitted will 
have to be surveyed before the policy 
is written. This is imperative and the 
only basis on which we can write the 
business. The necessity of this action 
is obvious, as in view of the tremen- 
dous cost of glass, there is a strong 
temptation to slip in broken or dam- 
aged glass. The average broker is 
honest, but needs watching and we 
have found that where, say four lights 
of glass of equal size exist, the broker 
may only report two on the schedule. 
The result, if he gets away with it, is 
that if any of the four lights are 
broken the company is stuck. This, as 
with the case of the insurance of dam- 
aged or broken glass, can be avoided 
by surveying the risk before the policy 
is written up. 

“When a loss is reported it should 
be investigated personally by the agent, 
with a view to ascertaining the exact 
extent of the loss, the amount of sal- 
vage and the placing of responsibility. 

“This is a trying period and if any 
agent is not prepared to co-operate to 
the extent above outlined we shall, in 
self defense, have to cease writing glass 
business in his territory.” 


Agents 
Warned of 
Plate Glass 


- . * 
Last month one of the 
Insurance agents of the Chicago 


On Liberty Bonding Company in a 
Bonds comparatively small 
town, wrote a bank bur- 

glary policy, amounting to $175,000, 
covering Liberty bonds. The policy com- 
Manded a nice fat premium and the 
premium a nice fat commission. It is 
safe to say that less than 20 per cent 
of the banks have increased their insur- 
ance to protect the flood of Liberty 
bonds, deposited with them for security 
or left for safe-keeping. “Why not try 
to get in on this,” says the Company, 
“because it’s a cinch that if you don’t 
someone else will? Rates are not hard 
to figure and if you do have any trouble 
don’t forget that we are here to help 
you and at all times at your service. 
In figuring rates, don’t forget that 
coverage on negotiable securities is 25 


per cent cheaper than coverage on 
money.” 
* * > 
Premium payment 
Showing Delin- and its relation to 
quents How claims is well pre- 
They Lose sented by W. N. 


Rose, claim adjuster 
for the Pacific Mutual Life. He says: 


“Prompt payment of premium is es- 
sential insofar as the company is con- 
cerned, and is vital to the policyholder. 
This is well illustrated in monthly pre- 
mium business when it is considered 
that the insurance is renewed from 
noon of the first day of the month until 
noon of the first day of the following 
month, instead of being renewed from 
year to year. It follows, therefore, 
that if a policyholder is in the habit 
of paying his premium seven, ten or 
fifteen days after the first of the month, 
he is not getting his money’s worth of 
insurance, and should be so advised. 


For example, if he pays his premium 
on an average of ten days late each 
month, he is losing accident protection 
for 120 days, or four months of the 
year, and twice as much, or 240 days’ 
sickness protection; for although the 
accident benefits of the policy are ef- 
fective from the date of the acceptance 
of the past-due premium, sickness ben- 
efits are not effective for ten days after 
such acceptance. 


“It is not unreasonable to assume 
that no man desires to pay for 365 
days’ insurance and get less. The 
policyholder probably has never thought 
of the matter in just this way, and 
should it be presented to him very 
likely the prompt payment of his pre- 
mium will appeal to his sense of busi- 
ness, as he wants to get as much as 
possible for the money which he has 
invested. 

“The contract between the company 
and the policyholder is clearly set forth 
in the policy, and a claim arising dur- 
ing the period of premium delinquency 
is not valid. Time is no respecter of 
persons. The policyholder is just as 
liable to sustain a bodily injury or be- 
come disabled by sickness the first few 
days of the month as he is the last, 
and he should make certain by paying 
his premium promptly when due that 
his insurance covers him continuously.” 


- * * 
E. H. Bascom, an 
Success agent for the Hoosier 
Getting Annual Casualty at Aurora, 
Premiums Ind., writes to his 


Home Office this let- 
ter relative to annual premiums: 

“One thing I do not like about the 
casualty business is this monthly pre- 
mium, and I have resolved since the 
beginning of 1918 not to talk anything 
but annual premiums and get the an- 
nual premium above everything else, 
and not write monthly until it is the 
last thing to get the business. It takes 
too much time, too many trips to col- 
lect, and it costs too much to get it. 

“You will see that out of forty-four 
policyholders who ‘began paying their 
premium in 1918 there are now twenty- 
two annual paying policyholders, so I 
think I have got a good start on the 
annual basis. 

“Out of one hundred sixty-five policy- 
holders fifty-three are annual. I want to 
eventually get them on annual so there 
will scarcely be any monthly paying 
policyholders, so reports can be early. 
My policyholders are scattered and it 
takes up so much time, and if I 4id 
not keep after them I would have many 
lapses. I will have to make about three 
reports a month until I get more on 
annual.” 

Commenting on Mr, Bascom’s work 
the Company says: 

“What Mr. Bascom is doing every 
other representative can do, and until 


you do really give annual premium 
collections a fair test you will not 
know the great advantage to you in 


your agency work. Many policyholders 
will pay annual premiums for the 
asking. Many others will pay by a 
little explanation of the increased 
disability benefits provided in _ all 
monthly policies—again many lapses 
are prevented by collecting premiums 
annually. I have many times heard 
policyholders say they did not know 
they could pay their premiums by the 


year.” 
. 7 * 


E. C. Budlong, second 
Who vice-president and 
Advances agency manager of the 
Your Salary? Bankers Accident, Des 
Moines, has this to say 

about salaries: 
“There are days in the life of every 
insurance man when he is fully con- 
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GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,688,506.87 


E. P. AMERINE, Secretary 
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The METROPOLITAN CASUALTY 
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CHARTERED 187% 


Plate Glass, Burglary, Accident and Health Insurance 
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Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 
Resident 
SS JOHN STREET 





f New York 
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Elmer A. Lord & Co. 
145 Milk St., Boston 
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vinced that he is in a rotten business. 
Then things will come his way and he 
will be just as well satisfied that he is 
in the best business in the world. 

“In the first place, what business can 
you get into in which you are s0 
thoroughly your own boss or master of 
your own destiny? Being one’s own boss 
means to some men merely the privi- 
lege of doing as they please with their 
own time. This is absolutely true, and 
there is no line of work I know of in 
which a man can, with more apparent 
consistency, waste time doing nothing 
or worse yet, doing trivial things that 
do not result in profit. 

“On the other hand, there is no 
business and certainly no other branch 
of the insurance business in which the 
results, of hard work are more quickly 
turned into profits than in the accident 
and health insurance business, Some 
days I listen to a string of hard luck 
stories that sound so plausible I would 
myself actually commence to believe 
it is a rotten business if some good live 
fellow didn’t come in with an enthuisi- 
astic good luck story and revive my 
spirits. 

“Here is the way one of the boys put 
it recently: ‘I worked about ten years 
in a shoe store on a small salary. I 
didn’t get many raises, and it was a 
case of striking the boss for it when I 
did get an increase. In this business, I 
raise my own salary. Last month, I col- 
lected $380. This month, I lost some of 
my renewals, but with my new business 
I made an increase for the month of 
$24, and my total commission was $6 
more. Not much, but at that, I increased 
my salary $6, which is more than I 
could do when I was a shoe.clerk. Next 
month I am going to raise my salary 
$10.00 or bust something.’ 

“That man is blessed with an imagi- 
nation. He knows that every month he 
is adding to his earning capacity and 
increasing his knowledge of the busi- 
ness. Furthermore, he is in love with 
his job.” 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
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LABOR’S PROGRAM 





Extension of Compensation Law, Fed- 
eral Life Insurance and State 
Health Measures Wanted 





The Labor League of New York City 
is preparing to take a definite stand in 
the coming fall campaign to insure the 
welfare of its members and their fel- 
low workers in New York State, 

The program includes the extension 
of the workmen's compensation law to 
include all wage earners; reduction of 
money non-benefit period, and prohibi- 
tion of all forms of insurance there- 
under except in existing State Insur- 
ance Fund; with provision that all 
payments due to non-resident enemy 
alien dependents shall be paid into a 
special relief fund created by Section 
7, of Article 2, of the Law. 

istablishment of state-administered 
health insurance, and the creation of a 
Bureau of Sickness Prevention and 
Health Promotion within the State 
Labor Departments. 

Old age pensions for citizens who at 
sixty years of age are without incomes 
and have been residents of the state 
for twenty-five years. 

The Federal program includes Fed- 
eral life insurance and national wid- 
ows’ pension system. 
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We are prepared to offer unusual opportunities for money-making 
W and creating a competence for the FUTURE. 


FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President :: Beaumont, Texas 
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Mohawk Cor. Franklin Street, Buffalo, N. Y. 


NIAGARA LIFE BUILDING 


The Combined 
Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 











Communicate with 
E. H. PUKKE 
Vice-Pres’t & Gen’l Manager 
BUFFALO, N. Y. 























KFQUITABLEFE 


Mutual in Principle and Practice 











Impregnable in Strength O 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies | 





Low Mortality Rate 





Prompt Payment of Death Claims I 





Efficient Service to Policyholders 





Training and Education for Agents 4 





A satisfied constituency gained by Fifty- 
eight years of public service A 





These are some of the advantages enjoyed by 
representatives of B 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


For agency openings address: L 
W. E. Taylor, Second Vice-President 
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» Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 
FIRST, it guarantees that in case of death from any cause, $5,000, the face of 
the Policy, will be paid. 
SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 


face of the Policy, will be pajd. : 

THIRD, that in case of death from certain SPEOIFIED accident, $15,000 
or THREE TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disabiljty Endorsement FURTHER 
guarantees that in case of total disability as a result of accidental injury, the Com- 
yany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
ut not to exceed 52 weeks, after which the weekly indemnity wj;ll be at the rate 
of $25 PER WEEK throughout the riod of disability. Can insurance do MORE? And 
why should any man be satisfied wg policy that would do less? The cost is low. 

ents wanted in Maine, New Hampshire, Vermont, Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgja, Delaware, Maryland, Mississippi, 








United Life and Accident Insurance Co. 
Home Office, United Life Building Concord, New Hampshire 











PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,604,426,324 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 

















San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 


amo Globe 
Insurance Zo. 


CIMICED 


U. S. Cash Assets, Dec. 31, 1916 $15,827,439.35 
Surplus, .. - - - - 5,460,745.59 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 


1904 - - - - - 1,051,543.00 


amo F-Ondon 


~ Over $152,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
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